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ORE than 300 years have 

_ passed since Governor 
“> Bradford proclaimed the 
first Thanksgiving holiday in New 
England and the pilgrims celebrated 
their first harvest. During these three 
centuries, many great industries have 
grown and flourished in this, our land 
of opportunity. Among them is the 
feed business, which year after year 
has advanced in growth and service 
to agriculture—the pioneer. But new 
heights are still to be achieved and 
more opportunities to be realized. Let 
us, therefore, join in giving thanks 
that we are among the fortunate en- 
gaged in this industry and let us 
pledge ourselves to help maintain its 
consistent progress. 


MERCHANDISING MAGAZINE 
OF THE FEED INDUSTRY 


. / | 
> 
. 
| 
; 
Be 
Be 
‘ 
Al 
4 
P 


WV HEN the horse and buggy were the 
rage, BIG JO flour was already an estab- 
lished favorite. Over rough country roads 
and across the Mississippi River by ferry, 
farmers brought their wheat to the mill and 
returned to their homes with quality milled 
Wabasha flours. The fame of BIG JO has 
since spread to far corners of the country, 
never failing to live up to its reputation as 
“Best in the World.” 


WAGON LOAD OF BIG JO ON FERRY 


WABASHA ROLLER MILL COMPANY 


U. S. A. 
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More and More Plants Are Being 


GRINDING 


View showing Mixer and Sacking Spouts 


Strong - Scott 
Equipped 


| There Must Be 
A Reason 


Building by T. E. IBBERSON CO., 
Minneapolis 


View showing Feeder, Scalper and Magnetic Separator 


New Plant 


Farmers’ Elevator & Lumber Co. Co-op. ° 


In this up-to-the-minute plant is installed such 
Strong-Scott Equipment as Triple Action Mixer; 
Ground Feed Blower System, Feeder, Scalper and Mag- 
netic Separator; Dump Grates; Valve Fittings; Sacking 
Spouts; Dust Collector, Ventilators; Head Drive; 5 Com- 
bination Drives; Seed Grain Treater, etc. 


This new plant enables them to handle their rapidly 
increasing business with speed and efficiency and to pass 
on to their customers the benefits in economy of opera- 
tion made possible by this new set-up. 


Green Valley, Wis. 


Better investigate Strottco before purchasing any 
equipment. 


Everything for Every Mill, Elevator 
and Feed Plant | 
he Strong-Scott Mfg Co. 


Minneapolis Minn. Grea Mont. 


FRED H. CHASE, Representative 


Box 124 Oshkosh, Wis. Telephone 8187 
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Calcium Carbonate 


for Feed Mixing 


U.M.C. Calcium Carbonate 
comes from our Weeping 
Water, Nebraska deposit. 
Pure white—Not off color— 
Over 98% Calcium Carbonate 
—Ground to your specifica’ 
tions. Submit your samples 
for prices. 


United Mineral Products 


Company 
Omaha, Nebraska 


FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of... 
Wheat Gnan 
Wheat Middfings 
Rye Middlinga 
Matt Sprouts 
Anewens Grains 
Linseed Meal 
Soybean Meal 
Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


Mr. DEALER: 


in November — 


L] DEMOCRAT 
L] REPUBLICAN 


An in the Right Box Means 


CHICAGO 


Here’s a Sure Winner 


ARCADY FEEDS 
[1] OTHER GOOD FEEDS 


a Winner in 739—and Too! 


ARCADY FARMS MILLING CO. 


ILLINOIS 
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MANEY BROS. 


VITAMINS A &D” 
writes Mr. Pries 


HEN we use NOPCOXX,’”’..... 

writes Mr. S. L. Pries, Vice-Presi- 
dent, ‘‘we know that we are using an oil 
that gives absolute assurance of uniform 
vitamin protection. When we used straight 
oils we were never completely sure because 
we knew that they might vary widely in 
vitamin potency.” 

Maney Bros. Mill & Elevator Co., in 
their many years of experience in the feed 
business in Minnesota, have had ample 
opportunity to experiment with many 
types of cod liver oil. ‘‘We like the way 
NOPCO XX mixes in our feeds,’’ says Mr. 
Pries. ‘“‘In using the large amounts of cod 
liver oil, which we felt we had to add in 
order to supply enough vitamins, our feeds 
were oily and smelled oily. We were 
always afraid of rancidity.” 

Many feed mixers have been held back 
by these same fears until they took a 
“step ahead” by replacing old methods of 
Vitamin A & D protection with NOPCO XxX, 
The dependability of NOPCO XX has put 
them and kept them on the safe side—the 
side of bigger profits and consistently 
better results on the farm. 

The convenience and the economy of 
NOPCO XX will mean a considerable sav- 
ing to you in the course of a year’s busi- 
ness. But an even greater benefit will be 
the peace of mind which you will enjoy by 
having your feeds fortified with a Vitamin 

A & D source which for more than ten 
years has continued to deliver guaranteed, 
accurate amounts of these two essential 
vitamins. 
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‘Most Reliable Source of 


USE AND STOCK 


Exclusively 


| MANEY BROS 


INGREDIENTS FOR MIXERS 


MINNEAPOLIS, MINNESOTA 


National 011 P 
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President 
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NOPCO XX @ @ §@ isa scientific blend of 


natural Vitamin A & D concentrate and cod liver oil, standardized 
by chemical, mechanical and biological tests. If you have not yet 
availed yourself of NOPCO XX, we extend a cordial invitation to join 
the growing ranks of NOPCO XX users. Enjoy the benefits to be de- 
rived from a controlled product evolved from constant research and 
tests, and proved by successful results. Write TODAY for further 
information. 


NATIONAL OIL PRODUCTS Co., INC. 


ESSEX ST.. HARRISON, N. J. CHICAGO SAN FRANCISCO BOSTON 
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DAVID K, STEENBERGH, Managing Editor 
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National Feed Week Is Featured 


Farm Radio Program 
e Address Delivered by David K. Steenbergh 


OULD you be satisfied if your hens 

produced an average of only 25 

eggs per year? Even the mention 
of such a low figure sounds foolish these 
days but there was a time when farmers 
struggled along with cacklers instead of 
layers and boarder cows instead of milk 
producers and payers. 

Hens throughout the United States now 
lay approximately 100 eggs per hen per 
year with many flocks averaging 150 to 
200 eggs per bird. Milk production has 
been increased from a national average 
of only 1200 pounds for the primitive 
cow to 4500 pounds per year, and many 
of the better herds are producing from ten 
to 12,000 per animal. These figures are 
indisputable evidence of progress in agri- 
culture. 

Let us look back and consider the vari- 
ous factors responsible for this progress. 
The two most important are breeding and 
feeding. Agricultural colleges and experi- 
ment stations have contributed greatly 
toward this advance but we must also give 
credit to the feed industry which is now 
celebrating National Feed Week. 

Feeds Formerly Wasted 

Fifty years ago many of the feed ingre- 
dients which are considered indispensable 
today were entirely wasted. Wheat bran 
was burned or dumped into the mill 
streams. Cottonseed meal was used only 
as a fertilizer. Skim milk and whey were 
considered of little practical value. 
Straight grains were the universal feed. 

Then, beginning about 1895, scientists 
discovered the feeding value of bran and 
many other formerly wasted by-products. 
The first mixed feed was made by com- 
bining the by-products obtained in the 
manufacture of corn, oats and barley for 
human consumption. The mixed feed in- 
dustry was born and since that time its 
growth has been interwoven with the rapid 
progress which has been made toward in- 
creased production of poultry and live- 
stock. 

We all agree with the slogan for Na- 
tional Feed Week, which is “Better Feed- 
ing Brings Bigger Profits” but this year, 
with an abundance of home grown grains, 
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it is well to remember that straight feed- 
ing of these grains is not as profitable, in 
the long run, as the purchase and contin- 
ued use of balanced rations. 

It takes approximately 12 bushels of 
corn for example, to produce 100 pounds 
of pork. With hogs selling at $8.00 per 
hundred, you would by such feeding real- 
ize 67 cents per bushel for your corn. On 
the other hand, if you replace half the 
corn with a balanced ration, you can pay 


HE message of “Better Feed- 

ing Brings Bigger Profits” 
was carried directly into thous- 
ands of farm homes during Na- 
tional Feed Week by David K. 
Steenbergh, managing editor of 
The Feed Bag. Mr. Steenbergh 
spoke October 19 during the 
Dinner Bell Program over radio 
station WLS, which extended 
full cooperation in helping to 
celebrate Feed Week. His ad- 
dress is published herewith. 


for the small amount of mixed feed which 
you need, and your return, for the corn 
you do use, will be approximately $1.20 
per bushel. This is almost double the re- 
turn from feeding just the corn alone. 
Similar proof is available for poultry, 
dairy cows and all other farm animals. It 
always pays to buy and use a balanced 
ration, even when you have an abundance 
of your own home grown grains. 
Feeding Now Scientific 
Utilizing all the information available 
from the agricultural colleges and experi- 
ment stations, plus the knowledge obtained 
from their own farms and laboratories, 


- feed manufacturers have put the feeding 


of animals on a par with the prescribing 
of diets for human beings. These manu- 
facturers, through your local feed dealer, 
are constantly working in your behalf. 
You have a Doctor of Medicine to take 


care of you and your family and, in the 
person of your feed dealer, you also have 
a Doctor of Feeds and Feeding. Recog- 
nizing this fact, are you taking full ad- 
vantage of the real help and service which 
your feed dealer can be to you? 
Visit Your Feed Dealer 

Proper feeding is a science, just as spe- 
cialized as the practice of medicine. Your 
doctor always talks things over with you 
before he prescribes and, for profitable 
feeding, it will pay you to talk things 
over frequently with your feed dealer— 
your local Doctor of Feeds and Feeding. 

Visit your local feed dealer today. He, 
and the entire feed industry throughout 
the United States, has designated the days 
from October 17 to October 22 as Na- 
tional Feed Week in recognition of the 
great progress agriculture and the feed in- 
dustry have made, working together, hand 
in hand, during the past few decades. 

This week, and always, remember that 
“BETTER FEEDING BRINGS BIG- 
GER PROFITS”! 
@ J. D. PEOPLES who represented the 
G. E. Conkey Co., Cleveland, in the Des 
Moines, Ia., territory for the past three 
years has been promoted to a position in 
the sales department of the home office. 
W. C. Keener, Ames, Ia., has succeeded 
Mr. Peoples in the Des Moines division. 
@ JOHN J. RAMMACHER president of 
the Eastern Grain Elevator Corp., Buffalo, 
N. Y., died October 7 as a result of in- 
juries he sustained when he was thrown 
from a saddle horse. He was 58 years old 
and was one of the best known and most 
active members of the trade. 


DAUGHTER KILLED 

Mary Louise McCrea, daughter of O. 
A. McCrea, manager of the feed depart- 
ment of the Pillsbury Flour Mills Co., 
Minneapolis, was killed October 13 when 
the automobile in which she was riding 
crashed into a tree. Miss McCrea was 28 
years old and a graduate of the University 
of Minnesota. 
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Treasure Hunt 


A small town northern Wisconsin feed 
merchant put life into his winter business 
by staging a snow treasure hunt for farm 
and city kiddies. He gathered odds and 
ends from his stock, supplemented them 
with inexpensive items purchased from 
other stores and buried them in the snow 
in an open field on the outskirts of town. 
At a given signal the kiddies were allowed 
to charge from all sides into a roped off 
arena and dig for the free prizes. There 
was a mad scramble with parents looking 
on as spectators and having a barrel of 
fun. After the event the feed dealer in- 
vited the crowd to his store to partake of 
coffee and doughnuts. His sales for the 
day topped all previous records. 


IN YOUR F 


STORE 


Cow’s Tail 


In order to stimulate dairy feed sales a 
Western feed merchant had some unusual 
folders printed for distribution to his 
trade. On the front of the mailing piece 
was a strip of paper resembling a cow’s 


Win EXTRA PROFITS on the 
BIG SWING to FUL-O-PEP FEEDS! 
Be a FUL-O-PEP dealer! 


* 


@ NEW SELLING POINT 


Concentrated Spring Range, 
a Sensational Profitable Discovery 


© BIG ADVERTISING CAMPAIGN 


Color Pages in Leading Poultry 
Journals Month After Month! 


OIN the swing to Ful-O-Pep 
and take on the line that is 
making real profits for hun- 
dreds of alert dealers. Cash in 
on the great new talking point 
of 1938 — CONCENTRATED 
SPRING RANGE, the sensa- 
tional, profitable discovery, 
now added to Ful-O-Pep Egg- 
Breeder Mash. It helps feed- 
ers get spring-time egg-pro- 


duction and flock-health the 
whole year round. 

Color page announcements 
on this great discovery run 
month after month in leading 
poultry papers. Don’t let this 
business go elsewhere! Help 
yourself and your customers 
to greater profits. Cash in 
on this great Ful-O-Pep cam- 


paign. 


SELL FUL-O-PEP AND MAKE MONEY, WRITE NOW TO 


THE QUAKER OATS COMPANY, CHICAGO 


tail. The heading read, “The Tale of the 
Satisfied Cow.” This catchy heading en- 
couraged farmers to look inside and read 
the dealer’s message about the advisability 
of feeding his brand of feed for greater 
profits. It was particularly effective just 
when dairymen were thinking about their 
winter feeding requirements. 


Odd Numbers 


A New York state feed dealer had his 
bookkeeper keep an accurate census of all 
customers who came to the store. Begin- 
ning with No. 1 at a specified time the 
count was continued until it reached 13. 
This particular customer was rewarded 
with a certificate good for $1.00 in trade. 
Advertising announcing the stunt was 
headed, “Don’t Be Superstitious. Every 
13th Customer Who Comes to Our Store 
Will Be Rewarded.” The idea was carried 
out for several weeks. 


Extra Milk 


An Illinois dealer put across the mes- 
sage of the extra profit to be made from 
his dairy feed by displaying an ordinary 
milk pail in his window with several sacks 
of feed. Around the top he painted a red 
circle an inch high. Then he placed a 
large card near the pail with a hand point- 
ing toward the circle and with a message 
reading “An Extra Inch in the Pail at 
Every Milking When You Use Blank’s 
Dairy Feed.” The display was simple but 
it brought home the point forcefully. 


Grab Bag 


With every purchase of $5.00 or more 
a Michigan dealer permitted his customers 
to reach into a large grab bag and select 
a gift from among the many wrapped 
packages within. Some of the items were 
from his own stock and ranged in value 
from 25 to 50 cents. The plan really 
brought additional money into the cash 
register, for customers whose purchases 
totaled, for example, $3.95 were induced 
to purchase something additional to bring 
the amount to $5.00 so they would be 
allowed to reach into the grab bag for 
their gift. This idea was used from De- 
cember 1 to 15 and all of the gifts were 
wrapped in Christmas colors. 


Snow Scene 


Winter reality was lent to his feed dis- 
play last year by a Minnesota dealer. He 
emptied a bag of feathers in the window 
and turned on an electric fan. The swirl- 
ing feathers gave the appearance of falling 
snow and in no way affected the merchan- 
dise on display. Items in the window were 
changed at regular intervals to give the 
full effect of the animated display to a 
wide range of merchandise. 
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National Feed Week Celebration 
Gives Impetus to Business 


e Industry’s Cooperation Puts Event Over the Top 


WEEPING the country like a tidal 
wave, National Feed Week, held 
October 17 to 22, made millions 

more conscious of the magnitude of the 
feed industry and impressed them with the 
importance of its service to agricultuure. 

The thousands of dealers, manufactur- 
ers, jobbers and members of allied firms 
who worked for months in advance to 
publicize and promote the event, intensi- 
fied their efforts during the week and put 
it gloriously over the top. 


Through every known medium of pub- 
licity the message of “Better Feeding 
Brings Bigger Profits’ was _ indelibly 
stamped on the minds of the farmer and 
feeder. That the consumer responded 
heartily is evidenced by reports from 
dealers in all parts of the country who 
tied in with National Feed Week by hold- 
ing farm meetings, special sales and other 
features for the benefit of their customers. 

Run Cooperative Ads 

Dealers in many towns forgot that they 
were competitors and joined hands in cel- 
ebrating. Eight firms in Oskaloosa, Ia. and 
vicinity cooperated in utilizing a full page 
of advertising and news copy in the Oska- 
loosa Daily Herald. All of them featured 
the National Feed Week poster in their 
ads and stressed the slogan “Better Feed- 
ing Brings Bigger Profits”. The firms in- 
cluded on the page were Peterson Grain 
Co. and Lamis Elevator Co. both of New 
Sharon; Kemp Feed Co., Rose Hill; 
Peterson Grain Co., Blackford Co., Davis 
Produce, and Lynn Hatchery, all of Oska- 
loosa and J. H. Wake feed mill, Oskaloosa, 
What Cheer and Ottumwa. 


The cooperative advertising plan was 
also followed at Rockwell City, Ia., Bed- 
ford, Ind., Aurora, Ill. and Marion, Wil- 
mington and Findley, Ohio. Dealers in ad- 
joining localities as well as within these 
towns cooperated in putting the full page 
spreads across. Illustrations in most of 
the ads were those furnished by National 
Feed Week headquarters through the facil- 
ities of the Meyer Both Co., and Stanton 
Superservice. In every instance a headline 
story stressing the importance of better 
feeding accompanied the dealers own pro- 
motion. 

These cooperative programs do not in- 
clude the hundreds upon hundreds of in- 
dividual advertisements which are still 
pouring into National Feed Week head- 
quarters through its clipping services from 
every state in the union. State Mill & 
Elevator, Grand Forks, N. D., ran a stand- 
ard, three column by 14% inch ad and 
blanketed the state. Thus far clippings 
from 57 different newspapers of the iden- 
tical advertisement have reached National 
Feed Week headquarters with more per- 
haps to come. It is, to date, the largest 
individual consumer advertising program 
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Congratulations ! 


You Did A Good Job 


HE success of National Feed Week is a tribute to the cooperative 

spirit of the feed industry. We, of The Feed Bag staff, started the 
ball rolling but you fellows, actively engaged in the feed business, kept 
it going with steadily increasing momentum which finally was responsible 
for the thousands and thousands of dollars worth of radio, newspaper,’ 
magazine, display and direct mail advertising of the service which the 
feed industry renders to agriculture. We are happy that we conceived 
and sponsored National Feed Week and we are proud that a united 
industry made it successful. Our personal thanks to all of you. 


THE FEED BAG STAFF 


on National Feed Week to come to the 
staff’s attention. 


M. Young Co., Winterset, Ia., took ad- 
vantage of the celebration to announce its 
53 years of continuous service to the com- 
munity. The firm ran a four column, full 
page ad with photographs of its plant and 
a space devoted to National Feed Week 
at the bottom. 


“This week,” the copy read, “is being 
celebrated throughout the United States 
as National Feed Week. Feed dealers and 
manufacturers are cooperating to show 
how important a part feed plays in the 
raising of healthy poultry and livestock. 
We want all you farmers to get acquaint- 
ed with the extra profits resulting from 
proper feeds, so come in this week and let 
us talk about your needs.” 


Allow Special Discounts 
Farmers were given a splendid oppor- 
tunity to buy their feeds at great savings 
by purchasing during National Feed Week 
and taking advantage of the special sales 
conducted by hundreds of dealers and 
announced in large advertisements in their 
local newspapers. Paul Gebert, Lincoln 
Mill, Merrill, Wis., issued a special card 
good for 5 cents per bag on any feed 
bought from October 17 to 22. He dis- 
tributed 396 of these and his sales for the 

week totalled 1146 bags of feed. 


Kiefer Feed & Supply Co., Elwood, 
Ind., attracted additional trade by an- 
nouncing a 5 per cent discount on all feeds 
during National Feed Week and Peterson 
Grain Co., New Sharon, Ia., allowed 2 per 
cent. Sims & Ryder Charleston, Ill., pub- 
lished a small ad in their local newspaper 
headed ‘‘Attention Farmers’. When clip- 
ped out and brought to the store it was 
good for 15 cents in trade on any 100 
pounds of the commercial feed the firm 
handled. 


The Littlefield Texas Leader, Littlefield, 
Tex., considered National Feed Week of 
sufficient importance to give it space as 


one of its leading editorials in the October 
13 issue. 

“You owe it to yourself,” the editor 
advised, “to join in the program contin- 
gent upon National Feed Week and secure 
for yourself the vast benefits which will 
be available. Don’t put it off or wait. 
Get. busy and find out all about feed crops, 
stock feeding and how they will fit into 
farming—your business.” 

Like the Littlefield Texas Leader, news- 
papers in all sections of the country gladly 
opened their columns to news stories on 
National Feed Week. Much of the copy 
run was based on material issued by Na- 
tional Feed Week headquarters for deal- 
ers to hand to their editor. Reading mat- 
ter as well as advertising thus boosted the 
event. 

Given Boost Over Radio 

On scores of radio programs farmers 
were also reminded to visit and patronize 
their local dealer during National Feed 
Week and every week. David K. Steen- 
bergh, managing editor of The Feed Bag, 
spoke during the Dinner Bell program 
over station WLS, Chicago, October 19. 
His address is published elsewhere in this 
issue. 

Ralph M. Field, president, American 
Feed Manufacturers association, was fea- 
tured during National Feed Week on the 
Firestone Farm Service hour which is 
broadcast over a vast network of stations. 
Mr. Field, in answer to a series of ques- 
tions by the announcer, told of the his- 
tory of the feed industry and emphasized 
the importance of using scientifically bal- 
anced rations. 

In addition to these two addresses, man- 
ufacturers worked in National Feed Week 
promotion with their regular advertising 
programs. Dealers broadcasting over local 
stations also took advantage of the air 
waves to drive home the message of 
“Better Feeding Brings Bigger Profits”. 

A final check-up at National Feed Week 


(Continued on Page Forty-one) 
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@ P. W. HENNESSEY & SONS, Dodge- 
ville, Wis., are enlarging their warehouse 
and building a new office to accommodate 
increased business. 


@ F. E. PARKER, Fennimore Farmers 
Warehouse Co., Fennimore, Wis., returned 
recently from a 3800-mile motor trip 
through the South. Mr. Parker is a direc- 
tor of the Central Retail Feed association. 
@ EASTMAN CARTWRIGHT Lum- 
ber Co., Lancaster, Wis., has built an ad- 
dition to its warehouse and is remodeling 
its old quarters which will double the pres- 
ent capacity. Mr. Cartwright, proprietor, 
returned recently from a duck hunting 
trip along the Mississippi river and 
brought down his limit of mallards. 


Snowbound Farmers Find Help 
In Friendly Ohio Dealer 


HEN a snow-storm, wash-out, or 

other similar impediment obstructs 
a highway in the vicinity of Batesville, 
Ohio, the folks affected usually notify the 
Hammond feed store. J. H. Hammond, 
genial manager, has no pull with the high- 
way department but he does have a 
knack of getting road service that the 
farmers appreciate. As a result, highways 
do not remain blocked for days or weeks 
as they formerly did, and rural business 
at the Hammond store has been boosted 
more than 40 per cent. Hammond put 
his plan into action in the fall of 1937, 


Trade Mark! 91 out of 100! 


““\NAME, PLEASE!” 


INETY-ONE out of every 100 farmers interviewed in a 
recent series of consumer surveys quickly identified 
the feed bag above, dressed in its famous Checkerboard 


No wonder! 45 years of consistent advertising did it... 
45 years of faithful adherence to quality...45 years of 
providing more milk, more meat, more eggs for the live- 
stock and poultry raisers of America. 


Can you name the bag? Your customers can! Ask them. 
For your own satisfaction, show this advertisement to the 
next 10 farmers who come in your store. Ask them to name 
the brand. Prove right there in your own town that 9 out 
of 10 feed buyers are already familiar with the name and 
quality of the products in the Checkerboard Bag! 


Surely with such acceptance already built into the minds 
of your own customers, there’s a money-making oppor- 
tunity for you to attract more business to your store and 
enjoy bigger volume and greater profits. 

No doubt about it, Checkerboard Bags in your store give 
you a running start over less familiar brands. So, follow 
the lead of those 91 Checkerboard-wise customers. Ask our 


salesman to furnish further facts about this money-making 
franchise. Our headquarters are... 


923 CHECKERBOARD SQUARE 
ST. LOUIS, MO. 


by sending out to county commissioners 
and highway officials a personal letter 
worded thus: 


Gentlemen: 

Since the maintenance of rural high- 
ways is a very important part of your 
work, we believe that you would ap- 
preciate prompt notification of road 
emergencies as they arise. As mer- 
chants serving rural interests we feel 
it our duty to pass on to your office 
all such reports that may come to 
our attention. We trust that our co- 
operation may aid in a more efficient 
highway service. 


THE HAMMOND FEED STORE 


“Highway construction programs now 
being carried out in rural communities 
shorten the distance between the farmer 
and his feed merchant,’ Mr. Hammond 
declares. ‘But storms and sundry condi- 
tions handicap the farmers even more than 
in the horse and wagon days because most 
hauling is done by truck. Knowing that 
much rural patronage is delayed especially 
during the winter and spring season by 
obstructed roads, we determined last year 
to offer a means of contact between the 
farmer and his highway officials. 


“We assumed no obligations in promo- 
ting road conditions but we invited the 
farmers of our territory to telephone us 
immediately when road conditions hinder- 
ed their getting to town. These reports 
were tabulated as received and during 
spare moments during the day we tele- 
phoned the data to our local officials at 
the county seat. The officials really ap- 
preciated our efforts and it was soon no- 
ticed that more prompt attention was 
being given rural roads. This was not due 
to any special prestige of ours but a lot 
of the usual red-tape was eliminated, thus 
enabling officials to get into action sooner. 
Farmers, as you may guess, were well 
pleased with the service, and we were soon 
getting a more regular service from our 
old customers, and pulling in a lot of new 
business as well. 


“Our service interferes in no way with 
our regular schedule because calls to road 
officials are made in odd moments. Calls 
from the farmers, of course, may come 
at any time but it takes only a few mo- 
ments to get the necessary data on a mem- 
orandum book placed handy to the desk. 
We handle an average of 50 calls per 
week during the entire year, and in the 
big majority of cases we get action that 
pleases both the farmer and his highway 
officials.” 


ae 


REINDERS BROS. EXPAND 


Reinders Bros., Elm Grove, Wis., is 
building a new 50x120 foot concrete ware- 
house adjacent to its present quarters. The 
new structure will be two stories high and 
will be used exclusively for storing com- 
mercial feeds and ingredients. It will have 
a capacity of approximately 40 cars. Ro- 
land Reinders is proprietor of the firm. 
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Cditorial Comment 


YOU CAN — The difference between a money-maker and a store-keeper is 
IF YOU WILL his attitude toward sales resistance. Statisticians and 

economists may tell us that conditions are bad, and we may 
see local evidence of truth for their assertions, but — as salesmen — our business 
is to keep selling — more strenuously and more intelligently than ever before. 


Such selling is true merchandising and in times as at the present it requires 
doglike determination and foxlike strategy. We must use strategy in the sales 
approach and determination to keep going when we feel that the odds are 
against us, to hang on until the sale is made. 


To keep us going, we in the feed industry have much to be thankful for. Food 
is a necessity, not a luxury and the kind of feed we sell, since it increases profits, 
is even more necessary when our customers are struggling for greater income 


than in years of prosperity. If our products are as good as we say, our customers 
need them now. 


Other factors in our favor are that (1.) the cost of feed continues exceeding 
low compared with prices of beef cattle, hogs and dairy and poultry products, 
(2.) numbers of livestock and poultry are being increased on farms throughout 
the entire country and (3.) the farmers cash income has not suffered anywhere 
near as much as that of his city cousins. 


The feed trade throughout the country has just recently completed the cele- 
bration of National Feed Week with an avalanche of newspaper, radio, direct 
mail and poster publicity such as has never been equaled in the history of the 
industry. Farmers everywhere have been impressed with the slogan “Better 
Feeding Brings Bigger Profits” and so, now, we have a starting point from 
which to press for those hard-to-get sales. 


Our suggestions as to what to do include the following: (1.) keep up your 
direct mail and newspaper advertising, (2.) make personal calls on every feeder 
in your territory, (3.) try to boost the amount of your sale to every customer 
who enters your store, (4.) preach the gospel of bigger profits through better 
feeding at every opportunity and (5.) talk things over with your employees and 
convince them that this battle for more business is their fight as well as yours. 


This is a time for increased brain power and effort — for harder work and 
more intelligent merchandising. You can sell more feed now — if you will. 
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WEATHER FORECAST 
Judge: “T’ll let you off with a fine to- 
day, but next time I'll send you to jail.” 
Driver: “That’s what I expected.” 
Judge: “What do you mean?” 
Driver: “Fine today—cooler tomorrow.” 
SURE CATCH 
Helen: “Jane and Mary are both after 
Pearson, the widower. Did you ever see 
the like?” 
Ruth: “Sure, I’ve often seen two chick- 
ens after the same worm.” 
NO CONSIDERATION 
Spindwell: “So Chubwitt’s stenographer 
has left him. What was the reason?” 
Carter: “She came into the office one 
day and caught him kissing his wife.” 


KRACKED 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


EASY TO TELL 

Salesman: “How do you know your 
daughter’s music is improving?” 

Dealer: ‘The neighbors are getting 
more friendly.” 

* * 
POWER OF SUGGESTION 

Generous Uncle: “Have you got a dime 
bank, Willie?” 

Willie: “No, but I’ve got a bill fold.” 


Authority Finds 
Rota Caps Don’t 
Knock Egg Production! 


When Mr. A. P. Loomis says something 
concerning poultry, you can depend on it 
he knows what he’s talking about. For, as 
former superintendent of POULTRY 
TRIBUNE Experimental Farm, and of 
Kansas State College Poultry Farm, and 
now operating Cittadella Farm at Wood- 
stock, Illinois, Mr. Loomis is recognized as 
an authority on poultry raising. 


Read his letter at the right. That tells 
you, better than anything we might say, 
why Dr. Salsbury’s Rota Caps are the out- 
standing worm treatment for chickens and 
turkeys. 


Now multiply his experience by that of 
poultry raisers all over the country, and 
you can see why Dr. Salsbury dealers are 
“cashing in” on Rota Caps. Are you? Write 
TODAY for details and prices. Dr. Sals- 
bury’s Laboratories, Charles City, Iowa. 


CITTADELLA FARM 
Woodstock, Illinois 


Dr. Salsbury’s Laboratories, 
Charles City, Iowa. 


Gentlemen: 


I have never favored or recom- 
mended worm treatment for laying 
hens, as it usually causes a sharp 
decline in egg production, and 
seems hard on the birds. 

Have found that this is not the 
case with your new Rota Caps, as 
I recently tested them on one large 
flock of my laying hens, and they 
not only showed no ill effects, but 
actually gained in egg production. 

Some of the hens that we took 
out as culls have started to lay 
again since receiving Rota Caps. 

Please send me another thousand 
by return mail. 


Yours very sincerely, 
A. P. LOOMIS. 


DR. SALSBURY’S 
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And then there was the electrical en- 
gineer who couldn’t sit still because he 
got amps in his pants. 

* * * 


HARD WINTER AHEAD 
Rooster: “What the deuce are you do- 
ing down there in the cellar?” 
Hen: “Well, if it’s any of your business. 
I’m laying in a supply of coal.” 
REALLY SHORT 
First Farmer: “The drought sure has 
made the hay crop short this year.” 
Second Farmer: “Short? Say, I had to 
lather mine to mow it.” 


The one thing men want is personal 
liberty, and that’s the one thing women 
won’t give them. 

* 
THERE’S THE PROOF 

Dealer: “Does Mrs. Gabber talk very 
much?” 

Dealer’s Wife: “Does she? You should 
have seen how sunburned her tongue was 
when she came back from her vacation.” 

* * * 


MIGHT SQUEEZE THROUGH 

Stout Lady: “Can you tell me if I can 
get through this gate to the park?” 

Farm Boy: “I guess so. A load of hay 
just went through.” 

* * * 
WAS PLAYING SAFE 

Bride: “Did I look nervous at the 
wedding?” 

Bridesmaid: “No, darling, not after 
Jack had said ‘yes’ and you knew the 
knot was securely tied.” 

* * * 
KEEPING ABREAST 

Salesman: “You must be fond of the 
movies to go three nights a week.” 

Dealer: “To tell the truth, I’m not keen 
about a lot of the shows but I have to go 
to understand what my youngsters are 
talking about.” 

AND HARD ENOUGH 

Son: “A slap on the back contributes 
to a man’s success.” 

Father: “Yes, if it is done low enough 
and done soon enough with a hairbrush 
or slipper.” 

* * 
THERE’S STILL HOPE 

Rastus: “How’s yo’ all gettin’ along 
wiff yo’ ’rithmetic?” 

Mose: “Well, I’se done learn to add 
up de oughts, but de figgers still bother 
me.” 

JUST TOO BAD 

Tourist: “Don’t stand there like a fool, 
man. Run and get the village doctor.” 

Native: “Sorry, Mister, that’s him you 
just run over.” — 
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FOR CHICKENS AND TURKEYS 


Dealer’s Chief Problem 
Is Winning and Holding 


Steady Customers 


O sell or to merchandise is to trans- 

fer property to another, for a valu- 

able consideration, especially money. 
The transaction should represent a profit 
to the owner of the goods. The sale should 
prove an advantage to the buyer. 

There was a time not so many years 
ago, when production possibilities and lim- 
itations determined the growth of a busi- 
ness. Anything that could be produced 
could be sold. Production was the prob- 
lem. Today the reverse is true. Anything 
which can be sold for which there is a 
market or for which a market can be 
created can be produced. The “selling” or 
“merchandising” is the most important 
single problem in almost every business. 

Business is predicated on customers. 
You either get them or quit. The chore 
is how to find these customers, how to 
tell ’em, how to sell ’em and how to hold 
‘em. That’s the thing that interests every 
feed dealer these days. 

When milk checks are big, sales are 
increasing, feed keeps moving out and 
markets are in your favor, everybody has 
a merry time and we don’t worry about 
customers. But when butter, cheese and 
other farm products are generally low, 
when sales begin dropping off, when we 
have gone though drastic market declines 
and have previous commitments to take 
care of and customers become as scarce 
as the sweat on a PWA brow, then we 
begin to worry and wonder what we have 
done or what we haven’t done to keep our 
sales at satisfactory levels. 


How Customers Drift 

If you were to make a careful survey 
of your books they would reveal to you 
two outstanding facts as regards to cus- 
tomers. 

1. Reasonable good attention, good mer- 
chandise and fair prices will keep an old 
customer on your books for about five 
years. In other words, the customer or 
buyer population changes every five years. 
Some die, some move out, some move in, 
and then there is an ever-rising generation 
that constantly influences sales. You may 
have lived in your community for 25 
years and think that you know everybody 
and that everybody knows you. But if you 
made an actual farm survey within a 
radius of four miles from your place of 
business you would be surprised, yes 
amazed, at how few people you really 
know and how few know you. So there 
is this ever constant changing stream or 
parade of buyers of which every dealer 
must take note. 

2. The second thing of interest is the 
fact that every single retail feed dealer 
loses 20 per cent of his customers each 
year. Now you don’t lose them perma- 
nently but you fail to sell them all of 
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their requirements in spite of the fact that 
you carry the very merchandise the cus- 
tomer buys elsewhere. 

Why do you lose that 20 per cent? One- 
eighth of that 20 per cent you lose be- 
cause of dissatisfaction, complaints or 
objections, most of which never reach 
your ears and which you have never had 
an opportunity to adjust, and seven- 
eighths of that 20 per cent you lose for 
no good reason at all. This seven-eighths 
constitutes the drifters who for some rea- 
son buy here today and there tomorrow, 
very likely because you haven’t made the 
proper contacts. What do these drifters 
mean to you? Figure it out for yourself. 
If you have on the average 40 customers 
or sales slips per day, 240 per week or 
960 per month, and you lose 20 per cent, 
you are losing 192 potential sales per 
month. If you were to take your gross 
yearly sales and divide by the number 
of sales slips, you would find that your 
average feed sale is about $5.00. 

Now, if you lose 192 sales per month 
and the average is $5.00 you are actually 
losing $960.00 worth of retail sales per 
month or over $11,000.00 per year. That’s 
a lot of retail sales. The profit on $11,- 
000.00 worth of sales is the exact line of 
demarcation between real profit and loss 
in your yearly business and more especial- 
ly so because which one of us couldn’t 
handle $960.00 more of retail sales per 
month without increasing our overhead 
the slightest bit. 


What is the Remedy? 

Now, if the buyer population changes 
every five years and if every dealer ac- 
tually loses 20 per cent of his business 
each year, what are we going to do about 
it? How are we going to acquire a repu- 
tation that will cause folks to prefer to 
deal with us rather than with our com- 
petitors? 

First of all, we are going to carry large, 
varied and complete stocks in all seasons. 
Regardless of what you think of the mar- 
ket, carrying what your customer wants 
and when he wants it, does pay big divi- 
dends. Never worry about a man’s needs. 
You won’t live long enough to convince 
him of his proper needs. A man may need 
things but never buy them. On the other 
hand, which one of us hasn’t gone in debt 
for things we wanted but didn’t need? 
So cater to wants, not needs. 

In 24 years I have always noted that 
we did the most satisfactory business in 
times of “uncertain markets” when com- 
petitors were afraid the “market was go- 
ing down.” Build a reputation that‘‘you’ve 
got it.” Price doesn’t matter so much and 
feeders wil! drive a good many miles in 
the secure knowledge that “you’ve got 
what they want.” Carrying big stocks 


LE ROY LA BUDDE 


Mr. LaBudde, LaBudde Feed & Grain Co., 
Milwaukee, who is one of the most successful 
merchandisers in the feed business told Iowa 
dealers the facts published herewith at the recent 

l tion held in Des Moines. 


where the farmer can see them, helps you 
a lot and over a period of years you will 
find that the markets average out pretty 
well. Naturally we must buy intelligently. 
It goes without saying the alert dealer 
will carry proportionately larger stocks 
when the markets are below the average, 
smaller stocks when they are abnormally 
high. But in any event, he will carry com- 
plete stocks and establish a reputation for 
“having what they want.” 

Secondly, I can’t imagine a good feed 
dealer operating without a feed mixer un- 
less there are special reasons. There is 
nothing magic or mysterious about formu- 
lae these days. On the other hand, I can’t 
imagine a good feed dealer who mixes his 
own feeds, trying to carry on a progres- 
sive business without stocking a well ad- 
vertised brand of feeds right along side of 
his own line. After all, you are establish- 
ed to serve the community and there are 
many who perhaps would prefer a brand 
other than your own. Lining up with a 
well-advertised brand, with progressive 
merchandising programs keeps you on 
your toes and gives you the advantage of 
sharing ideas worked out by expert talent. 
It can’t help but do you some good. But 
never make the mistake of pricing your 
own feeds far below that of the commer- 
cial line. Get them up almost even. 

Know your product and see to it that 
it is worth the money you ask for it. 
Knowing your product doesn’t mean you 
alone. It takes in every man who works 
for you. That’s where so many of us fall 
down. With a multiplicity of information 
available, from experimental stations, com- 
mercial mixers and helps offered by the 
producers of products we use and sell, we 
fail to take the full advantage and while 
most of us don’t appreciate it the toll is 
taken in decreased sales and profits. Get 
salesmen who call on you to talk to your 
men. They can’t help but give them in- 
formation which in turn will mean more 
sales for you. You may say—some of 


(Continued on Page Thirty-one) 
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lowa Dealers Show Keen Interest 
In Problems Facing Industry 


e New Spirit Keynotes Convention at Des Moines 


NEW spirit is abroad in the feed in- 
dustry of Iowa. Ample evidence 
that the dealers and manufacturers 

of that state have “come alive” to the 
problems facing the trade was shown at 
the convention of Independent Feed Deal- 
ers of Iowa at Des Moines and Ames. 
October 17-18. 

The interest shown in the convention 
program and business sessions is proof of 
sound progress made by the nation’s 
youngest feed association since its incep- 
tion in 1936. A steadily increasing group 
of leaders in the business apparently is 
finding the way through organized effort 
to put Iowa in its rightful place on the 
feed industry map. 

Outstanding contribution to the first 
day’s program was a merchandising talk 
by Roy LaBudde, LaBudde Feed & Grain 
Co., Milwaukee, which is published else- 
where in this issue of The Feed Bag. The 
talk was hammered home point by point 
in a way those who attended the meeting 
will not forget and Secretary Ron Ken- 
nedy already has Mr. LaBudde scheduled 
for a return at the 1939 convention. 

The second day headliner was the first 
annual Feed Men’s Field Day at Iowa 
State college, Ames. The convention ad- 
journed Tuesday morning in time for the 
dealers to reach the college for luncheon, 
and 92 feed men took the opportunity to 
review the feeding experimental work be- 
ing carried on at the present time. 

Urge Truck Legislation 

Taking formal action on two serious in- 
dustry problems, the convention ordered 
the association officers to press vigorously 
for legislation to earmark money. collected 
by the state of Iowa in feed tag and reg- 
istration taxes so it can be used for feed 
law enforcement and to continue cooper- 
ating with other organizations to pass leg- 
islation making the itinerant truck peddler 
responsible. 

Jim Olson, Davenport Elevator Co., 
West Bend, Ia. was elected president of 
the association to succeed Ralph Sprague. 
Oelwein, Ia. Mr. Sprague stepped down 
to the vice presidency, and John Hinck, 
Hogan & Hinck, Corning, Ia. was named 
treasurer. To fill the three directorships 
which expired this year Jim Olson and 
John Hinck were reelected, and Harry 
Dean, W. & F. Miller Co., Iowa City, 
succeeded Ransom McKee, Muscatine. 

In his report to the membership Mon- 
day morning President Sprague briefly re- 
viewed the work carried on under his 
leadership during the year and Secretary 
Kennedy followed with a description of 
the projects and problems ahead. 

“You will notice your programs say 
nothing about the Honor Roll,” the secre- 
tary said. “This is still one of the asso- 
ciation’s major projects but we have at- 
tempted to prove to you in this conven- 
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tion that there are many more equally 
good reasons why organization work is 
neccessary. Unfortunately when the asso- 
ciation was set up a few people got the 
idea it was to be run by a small group 


JIM OLSON 


within the trade, solely for their own sel- 
fish advantage. 

“T think you will agree after hearing 
what we have in store for you here that 
this thing is a lot bigger than any one 
firm or group of firms and that it is fool- 
ish to accuse the association of being 
organized for the purpose of putting any- 
one out of business. The plain fact is 
that we’ll all be out of business unless we 
give some attention through a strong or- 
ganization to some of the problems we 
face as an industry today.” 

The secretary also announced a proposal 
to level out the charges for association 
membership, by admitting wholesalers for 
$15.00 instead of $25.00. This change was 
made later on in the convention. 


Reports on Finance Plan 

Walter Berger, president of the Feed 
Dealers Finance Corp. which was set up 
two years ago to meet a drastic need for 
emergency credit to feeders, reported on 
the accomplishments of the organization. 

“Although the pressing need for this 
service has passed,’ Mr. Berger said,“we 
have the work of cooperation to thank for 
the fact that feed dealers are now able to 
handle their financing problems through 
their local banks in a way never before 
possible. We showed the way by devel- 
oping a method of procedure and a set 
of forms which have been adopted by 
banks and dealers in all parts of Iowa. 

“The men who put their money in the 
corporation are all satisfied with the re- 


sults accomplished and the dealers of 
the state owe them a debt of gratitude 
for handling a difficult situation.” 

The discussion which led up to the re- 
solution regarding disposition of state feed 
tax money was started off by Homer 
Hush, Iowa assistant secretary of agricul- 
ture, who reported approximately $45,000 
annually collected in special feed taxes 
and turned over to the general fund of 
the state for routine government opera- 
tion. 

Gwelden Ewart, assistant state chemist, 
described the laboratory facilities now 
used by the state in feed analysis and 
stated the full capacity if used 24 hours 
a day allows for only 21 analyses per 
week. Approximately 3500 feed brands 
are registered in Iowa. Actually only half 
the laboratory capacity is used because 
the staff is kept busy on other types of 
law enforcement. 

The state chemist is charged with the 
enforcement of more than 30 laws and 
comparatively little of the money collec- 
ted from the feed industry is used for the 
purpose it is intended. 

Ralph M. Field, president of American 
Feed Manufacturers association, who at- 
tended the convention to lead a forum on 
the wage and hour law, participated in the 
discussion of feed tax money by urging 
the trade to insist on earmarking of all 
such funds, declaring it to be actually un- 
constitutional for them to be used for 
other purposes. 

He also recommended the appointment 
of a feed control committee so that Iowa 
feed laws could be brought into line with 
surrounding states. Iowa is the only maj- 
or feeding state which has failed to adopt 
the definition of the Association of Amer- 
ican Feed Control Officials, and the con- 
vention recommended that this be done 
at the next legislature. 

A conference of manufacturers and dis- 
tributors Monday noon heard Ralph Field 
discuss the new wage and hour law, and 
many questions from the floor kept the 
discussion going almost two hours. Mr. 
Field also described the six points in the 
code of fair trade practices which his or- 
ganization is asking feed manufacturers 
to subscribe to and several Iowa firms 
gave their approval to the plan by sign- 
ing the code at the close of the conference. 

Following Mr. LaBudde’s talk Monday 
afternoon, David K. Steenbergh, The 
Feed Bag, gave a short talk on National 
Feed Week, which opened on that day. He 
reported on the increased support of the 
program this year. 

Frank Stoll, Kansas City, Mo., opened 
the discussion of itinerant trucker ped- 
dling by describing the new organization 
which will coordinate legislative activities 


(Continued on Page Twenty- Seven) 
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More and More Feed Mixers 
EXADOL 


VITAMIN DEPENDABILITY 


Squibb guarantees the vitamin potency of Exadol.* 
Exadol contains 3000 (or more) vitamin A units 
(U.S. P. XI) and 400 (or more) vitamin D, A.O. A.C. 
chick units per gram. 


U.S.P. COD LIVER OIL BASE 
The base of Exadol is U.S.P. cod liver oil. This means 
that the carrier for the vitamins meets Government 
requirements in every respect. 


NATIONAL ADVERTISING 


Squibb nationally advertises Exadol in leading poultry 
and farm papers. This national advertising becomes the 
feed mixer’s own local advertising because the— 


SQUIBB FORMULA TAG 


is featured in national advertising. This Formula Tag 
on the manufacturer’s feed bags, carries a double guar- 
antee. Squibb guarantees the vitamin potency of Exadol. 
The manufacturer guarantees that an adequate amount 
of Exadol has been incorporated in the feed. 


A NAME YOU CAN TRUST 


Squibb—“a name you can trust’”—is known in millions 
of farm homes. This—plus the guaranteed vitamin po- 
tency of Exadol... plus advertising... plus the Squibb 
Formula Tag—helps the feed manufacturer build sales 


We invite you to get all the facts. Mail the coupon. 
*A trademark of E. R. Squibb & Sons 


FREE 


E ».4 A D O L | S QUI BB = NAME YOU CAN TRUST © 


HIGH POTENCY VITAMIN A ano D OIL 


Veterinary and Animal Feeding Products Division 


RELIABILITY 


EFFICACY 


SQUIBS'S 
VITAMIN FEEDING 


7 Eastern Sales Agents | Mid-Western Sales Agents 745 FIFTH AVENUE, NEW YORK CITY 

THE O. K. COMPANY © THOMPSON-HAYWARD CO. Please send your new Portfolio, “Squibb’s Contribution 

Atkins & Durbrow, Inc. Vi d d 
Haha teow. York end to Vitamin Feeding.” I understand this places us under 
1524 S. Western Ave., Chicago Kansas City, Mo. = no obligation. ae 
Pacific Coast Sales Offices Name 
E.R. SQUIBB & SONS 
Los Angeles, Cal. | San Francisco, Cal. Address 
City State 
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Close Contact With Customers 
Aids Shelby Flour Mills 


e Michigan Firm in Business Since 1882 


HELBY Flour Mills, Shelby, Mich., 
last year did a feed business of ap- 
proximately $30,000 and a flour busi- 

ness in the neighborhood of $25,000. 
While this is not a phenomenal record, it 
is an excellent one when the limited scope 
of territory is considered. 

The Shelby Flour Mills were built 
about 1882 by William Banks. After 
passing through several ownerships, they 
came into the hands of George Getty. 
Getty sold them to C. L. Eesley. They 
burned in 1913 and Eesley rebuilt them 
but soon sold them to Miller & Fulcher. 
In 1917 the latter sold them to Al H. Near. 
The next year Mr. Near sold half interest 
to his brother-in-law, F. M. Fogelsonger. 
Both of these passed away during the last 
year and the mills came into the hands of 
Mr. Near’s son, W. H. Near, his daughter, 
Ann Woodhouse, and his son-in-law F. 
E. Woodhouse, who are the present oper- 
ators. 

The building is a frame three-story, 
basement structure 30x75 feet. It is lo- 
cated in an advantageous section of the 
village with side-track facilities on the 
Pere Marquette railway. It faces one 
street and has a capacious area back of 
the mill so customers can unload on the 
street side and drive around to the rear 
and load up again. Plenty of parking 
space on the rear lot affords a convenient 
waiting place for custom work. 

Diesel Power Used 

The feed mill is equipped with a 16- 
inch grinder, a crusher, corn sheller and 
a 1%%-ton mixer. The flour mill is fully 
equipped for making all kinds- of flour. 
Power is furnished by a 75 hp. Diesel 
engine. This was installed two years ago 
and it has cut down the power costs to a 
large extent. A 114-ton truck is used to 
deliver feeds and flour, and also to haul 
in grain from the farmers. 

The operating personnel consists of Mr. 
Near, Mr. Woodhouse, Mrs. Woodhouse 
and an extra all-around man. Mr. Near 
supervises the flouring operations, Mr. 
Woodhouse the feed manufacturing oper- 
ations, and Mrs. Woodhouse is book- 
keeper and cashier. 

The mill manufactures all kinds of bulk 
feeds and a 21 per cent dairy ration which 
it markets under its own brand name. It 
also handles two well-known brands of 
commercial feeds. Custom grinding is of 
prime importance and brings customers to 
the mill. A full line of all ingredients used 
in feeds is carried in stock so that any 
customer can have his own grains ground 
with any other ingredient included in his 
formula that he desires. A complete set 
of formulas is maintained so that any 
mixture for any particular purpose can be 
made to suit the desires of any customer. 

In addition to these products, baby 
chicks from a well-known hatchery, hay, 
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straw, seeds, fertilizer and salt are han- 
dled. In commercial feeds, a good percent- 
age of hog feeds is sold, with about a 
60-40 percentage of poultry and dairy 
feeds. Last year a ton of dog feed was 
also sold. 

The flour mill manufactures a straight 
winter wheat flour from Michigan wheat, 


View of Shelby Mill 


a self-rising pancake flour, a self-rising 
buckwheat compound pancake flour, a 
stone-ground pure buckwheat flour and a 
whole wheat graham flour. A well-known 
line of spring wheat flour products is also 
jobbed. 

The mill buys all possible grains from 
the same customers who patronize the 
mill. However, Shelby is in a fruit and 
dairying country and most of the grains 
have to be purchased outside. Some news- 
paper advertising is done in the locai 
weekly. This is mostly in the spring dur- 
ing the baby chick season when feeds for 
young chicks are stressed. 

Direct mail is used to some extent by 
an arrangement with the manufacturers of 
the commercial feeds handled. A mailing 
list of approximately 300 names is used. 
This covers most of the farm residents in 
the territory. 


Farmers Exchange Experiences 

Knowing the customers personally, the 
proprietors keep a line on what crops and 
livestock they are raising. In the personal 
chats with customers when they come in, 
the conversation is so directed that com- 
mercial feeds and their own brand of 
feeds are suggested. The flour mill has 
always formed more or less of a center 
where farmers from various neighbor- 
hoods exchange news and views with each 
other. These often include stories of good 
production records of poultry, dairy cattle, 
etc., and the feeds used to attain these 
results are a factor in the conversations 
An excellent opportunity is thus afforded 
of suggesting the feeds handled by the 
mill. 

Last year the manufacturer of the 
spring wheat flour handled had an exhibit 
at the local county fair. The exhibit was 
featured by a mammoth sack of flour 
which was given to the person guessing 


nearest to its correct weight. Each con- 
testant had to register. This list of names 
affords an excellent list of prospects for 
both flour and feeds. 

Keep Faith With Customers 

Most of the promotional activities, 
therefore, have been of informal nature. 
“Nearly all of our advertising is of the 
word-of-mouth variety,” says Mr. Wood- 
house. “The informal conversations of 
customers with each other in their homes 
or at their meeting places in which our 
products are mentioned and recommended 
form by far the most effective advertising 
we can obtain at any price and they cost 
us absolutely nothing. But there is some- 
thing more than good products that help 
us. It is our reputation for square dealing. 
We started off on the right foot right at 
the beginning by keeping absolute faith 
with our customers. 

“We still believe in the slogan posted 
near the entrance of the mill some years 
ago by Al H. Near which reads, “Remem- 
ber! This is Your Mill. If You Were Not 
Here, We Would Not Be.” 


@ ISAAC FAGAN and William Fleet- 
wood have dissolved partnership in their 
fiour and feed firm at Port Norris, N. J. 
Mr. Fagan will continue the business. 


ae 


@ OSCAR L. BARR, grain and feed 
dealer, Bicknell, Ind., had a special rea- 
son for attending the recent football game 
between DePauw and Butler universities. 
His son Joe is captain of the DePauw 
team this year. 


@ ARVEL JOHNSON Fowler, Ind., has 
purchased the Otterbein Elevator Co., 
Otterbein, which has been merged with 
the Rich Grrain Co. of that city. Both 
plants will be operated under the name of 
Rich Johnson & McDowell, Inc., Officers 
are Mr. Johnson, president Walter E. 
Rich, vice president, and Earl L. McDow- 
ell, secretary and treasurer. 


@ KERN & KIRTLEY CO., Whites- 
town, Ind., has been reorganized and will 


henceforth operate as the Kirtley Grain 
Co., Inc. 


APPOINTED MANAGER 
Archard L. Ward, president and general 
manager, McLaughlin, Ward & Co., with 
headquarters at Jackson, Mich. announces 
the appointment of Ivan Franz as mana- 
ger of the firm’s plant at Leslie, Mich., 
operated as the Leslie Grain & Produce 
Co. New bean processing equipment has 
been installed and a large crop is expected 
to be handled. Roy Van Etten has also 
been promoted to plant superintendent of 
McLaughlin, Ward & Co. which has been 
engaged for 41 years in the grain, feed, 

bean and seed business at Jackson. 
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MILKER SHE MUS 
CATCH, CARRY and CALV 


LIVESTOCK and POULTRY PROFITS has since been proved on animals. Briefly, here are the 


: findings: the degree of vitamin E deficiency varies and 
Depend on Successful Reproduction 


There is more to reproduction than the fertilizing of 
the ovum. Unless the result is strong, thrifty, livable off- 
spring, reproduction has failed. Probably the heaviest 
charges against livestock and poultry profits, today, are 
the losses both in production and in young, that are suf- 
fered from low hatchability, high embryonic mortality, 
abortions, resorptions, still-births, post-natal deaths, and 


cannot be easily calculated—supplying less than enough 
vitamin E does not correct the deficiency condition—sup- 
plying enough does. 

Accordingly, under the new practice, the first step, in 
treating flock or herd, is to give in one concentrated dose 
enough cold pressed, natural wheat germ oil to raise the 
vitamin E level immediately to a point of safety. That 
is the “saturation” plan. 


adult susceptibility to disease resulting from the heavy 


drain of reproductive activity. Vitamin E’s indispensa- A Money-making Opportunity for 
bility to reproduction is undisputed. Many breeding dis- 


orders, hitherto unexplained, are now associated with the Feed Manufacturer and Dealer 
vitamin E deficiency. First, saturate to correct deficiency—then, feed to main-. 


- . . ain sufficiency. Here is a program that spells new ho 
SATURATION is the First Step in and new prof program that sp pe 


and new profits for the farmer—extra sales.and extra 


2 . x eos earnings for you. ADM cold pressed Wheat Germ Oil 
Correctin g Vitamin E Defici ency is available in convenient pint and quart containers for 


To Dr. Evan Shute, internationally known gynecologist resale—in drums or in a new E Pre-mix for mixing in 
of London, Ontario, belongs credit for discovering, in his commercial feeds. Find out what this important nutri- 
wheat germ oil studies on the human, the basic principle tional discovery can mean to you in dollars and cents. 
of vitamin E saturation. What was first proved on humans Fill in the coupon now. 


ARCHER-DANIELS-MIDLAND CO. 


625 Roanoke Building SPECIALTIES DIVISION Minneapolis, Minnesota 


COUPON now! 


ARCHER-DANIELS-MIDLAND COMPANY, | 


Find out how the newly discovered 


e s Piease give us detailed information on your special merchandising plan and out- 
Saturation plan gives you a new Mao bow we my prea | by the saturation method ot ADM cold-pressed Wheat Germ 
source of profit and boosts feed sales. 
Address 


USE ADM NATURAL, COLD-PRESSED 
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Nelson Feed Co. Assists Farmers 


In Selling Surplus Products 


e Princeton, Ind., Firm Cooperates With Customers 


surplus products is an item not to 

be considered lightly,” says E. R. 
Nelson, manager and owner of the Nelson 
Feed Co., Princeton. Ind. Naturally, the 
farmer feels that he should reward the 
dealer by giving him his business. And if 
the dealer transacts the business locally, 
he contacts someone else who may be a 
prospective feed customer.” 

“Not long ago,” he continues, “the 
farmers around here had an over-supply 
of honey. The market was bad. Some of 
them did not have the time to solicit a 
market for their surplus. We considered 
the idea. We were in a better position to 
market the honey than were the farmers 
but we didn’t wish to trade. The idea 
promised an ideal way to reach many 
small farmers in this vicinity if we could 
just handle the honey. The proposition 
was made. We became ‘honey-brokers’ as 
well as feed dealers. There was more 
honey in our neighborhood than I thought 
existed but we found markets for it all. 
Do those boys appreciate it? Well, if an 
increase in our business is any indication 
of their reaction, I say they do.” 

Many Farm Side Lines 

What Nelson did with honey is merely 
an example of what any alert feed dealer 
can do with many surplus products. Often 
these products are more or less a side- 
line with the farmer and he cannot always 
be informed of the market trend or be in 
a position to take advantage of his meager 
information. Neither can the feed dealer 
be expected to be up-to-date on all such 
products but a small amount of general 
information plus a little time will often 
provide a way for one or more customers 
to sell something he cannot use. A feeling 
of good will is established and the farmer 
tells his neighbor that there is at least 
one business man in the country who is 
not too self centered to help a neighbor. 

“Different parts of the country natur- 
ally have different feed problems,” says 
Mr. Nelson. “Here the biggest portion of 
the feed is for hog and poultry feeding. I 
make all of my hog feed, including the 
mineral mixture which has become very 
popular in this vicinity from registered 
formulas. For poultry I have my own 
brand and a commercial brand, consisting 
mostly of a starting feed for baby chicks. 
I have also sold a lot of condensed butter- 
milk which the local farmers like for 
starting off their pigs.” 

Tests Feed on Own Farm 

“In promoting my own feed, I find a 
great advantage is gained by using the 
feed myself. Of course, not all feed deal- 
ers have farms of their own to try out 
their feed but wherever it is at all possi- 
ble I think that any feed dealer will find 
an advantage in being able to say, ‘I use 


“A IDING the farmer in disposing of his 


else 


it myself’. Your customer thinks you are 
a specialist in feeds and this little gesture 
shows that you believe in your product. 
My little farm, a few miles out from town, 
is more than a home; it is a proving 
ground for every type of feed sold here.” 

For the farmer who wants a mixture of 
his own products, Mr. Nelson has a ham- 
mer-mill and a %4-ton mixer in Oakland 
City, a small town a few miles from 
Princeton. At first the machinery was in 
the Princeton building but a city ordi- 
nance ruled it out. Not to be outdone, 
Nelson moved the machinery and today 
he thinks the move was in his favor. Now 
he can serve a larger territory. 

Although Nelson has an eastablished 
business over a large territory, he is not 
one to sit back and bask in the warmth of 
past success. He is a firm believer that a 
feed dealer must be up on his toes— 
alert to every opportunity that arises for 
him to grasp. Evidence of this alertness 
is given by the fact that even though he 
may be on a pleasure trip he is thinking 
enough of the business back home to plan 
ahead. 

“See these,” he says, chuckling, “I was 
over in Ohio last week and saw a pottery 


selling a lot of dishes for nearly nothing. 
I thought perhaps some of my customers 
could use an extra dish now and then. I 
bought several boxes of them and brought 
them home. Probably no two in the box 
are alike, but I told the boys give anyone 
who buys a sack of feed a dish.” 

Little thoughts like these have kept the 
Nelson Feed Co. in business and growing 
for the past five years. Nelson makes no 
claim to importance, yet he started his 
business on a shoe-string in the midst of 
the depression. He has grown from a 
small grinding and mixing concern to one 
which covers a wide territory. 

“The feed business is basically sound 
and necessary,” he says. “As long as there 
are farmers who do feeding there must be 
someone to sell the feeds. If you like the 
feed business, you are half way on your 
road to success. Hold down expenses, get 
the cash, treat the public fairly and you 
are well on your way.” 


@ HENRY W. HARKNESS has pur- 
chased full interest in Harkness & Son, 
Mayville, N. Y. His brother Ralph who 
operated the business with him will leave 
for Fort Lauderdale, Fla. 


Swinging on the Barnyard Gate 


mil 


wen 


“And this is my herd of contented cows.” 
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THIS ATTRACTIVE 


WINDOW STREAMER 


If you stock Seal-Approved Iodized 
Feeds, Minerals orConcentrates, you will 
want this free window streamer to help 
localize Iodine national advertising. 


Place it in your window. Let the folks 
know you are headquarters for lodized 
Feeds. For Iodine is now pre-selling 
through advertising 4 out of 5 of the 
better farm families in most every 
community. 


Window streamers are only one of 
many dealer helps provided by the 
Iodine Educational Bureau. Learn about 
all of them. Send for Iodine’s 7-point 


Address 


IODINE EDUCATIONAL BUREAJU, Inc. 
120 Broadway, New York, N.Y. 


Send us your free Window Streamer and a copy of your 7-Point Sales Plan. 


We are 


Sales Plan that tells you about all of 
them—how they help dealers increase 
their feed business. 


This 7-Point Sales Plan has a wealth 
of localized promotion suggestions. 
This includes local newspaper copy 
in mat form—stencil sheets to pep up 
your price lists and mimeographed 
letters—publicity for your newspapers 
—radio scripts for spot broadcasting 
—folders, booklets, store signs, etc. 


Every alert dealer will want to know 
all about this localized promotion. Be 
sure to mail the coupon for full facts. 


stocking Seal-Approved Iodized Feeds. 


Fe-1 


City 


State 


Teed S PROF » 
| (=) MAIL COUPON..GET THIS 7-POINT SALES PLAN 
0196 


Northwest Manufacturers 
Meet November 15 


The Northwest Feed Manufacturers and 
Distributors association will hold its regu- 
lar monthly meeting Tuesday, November 
15, at 6:30 p. m. in the Solarium in Minn- 
eapolis. An important discussion will be 
held on mixed car rules. 

At present the Western Trunk Line 
committee has docketed for hearing the 
proposed modification of all tariffs affect- 
ing the shipment of various feeds and 
ingredients in one car. The proposal was 
designed to enable authorization of many 
items in the same car at the 40,000 pound 
minimum, each item to pay the carload 
rate. 


At the September meeting, two more 


vice presidents were added and the by- 
laws were amended to permit the addition. 
Those named to the posts were Ed Cash- 
man, New Richmond Roller Mills, New 
Richmond, Wis., annd P. L. Kimble, Hub- 
bard Milling Co., Mankato, Minn. 


@ RON KENNEDY, Des Moines, eff- 
cient secretary for the Independent Feed 
Dealers of Iowa, entertained at the recent 
convention of his organization by playing 
the organ at the opening and close of each 
meeting. Other secretaries attending the 
meeting were chided for their lack of 
similar musical ability and present reports 
are that both the Secretaries Circle and 
the Musicians Union are investigating. 


DEMAND is a big fac- 
tor in quick turnover 
in feed sales, just as it 
is in all retail selling. 


Hundreds of thousands of cattlemen, dairymen, swine 
breeders and farmers throughout America have learned 
to demand COTTONSEED MEAL, as a source of pro- 
tein—for greater gains at less cost. 


IN THE MIXTURE 
Makes Easier Sales! 


national COTTONSEED PRODUCTS 


E. E. ROQUEMORE 


E. E. Roquemore, a veteran in the feed 
industry, has been appointed general sales 
manager of Arcady Farms Milling Co., 
Chicago, effective November 1, according 
to an announcement by W. D. Walker, 
vice president and general manager of the 
firm. 

Mr. Roquemore succeeds Emory Ko- 
vach who will become affiliated with his 
father in business in Buffalo, N. Y. For 
the past six and one-half years Mr. Roque- 
more has been sales manager of the cereal 
division of Allied Mills, Inc. 

Mr. Roquemore’s affiliation with Arcady 
will be a kind of homecoming for him 
since it is with that firm that he gained 
his first experience in the feed industry. 
Later he associated with J. J. Badenoch 
Co. and Vitality Mills in sales and adver- 
tising capacities before joining Allied 
Mills, Inc. In commenting on the acquisi- 
tion of Mr. Roquemore, Mr. Walker said: 

“T have known Mr. Roquemore and 

worked with him for quite a few years. 
He is decidely ‘quality’ and ‘merchandis- 
ing’ minded. His knowledge of the feed 
industry backed by more than 15 years’ 
experience, coupled with his aggressive- 
ness and modern, tested sales ideas, is 
bound to be very helpful to our fast- 
growing Arcady dealer organization.” 
@ RALPH SPRAGUE, Sprague’s Feed 
Store, Oelwein, Ia., celebrated his: retire- 
ment as president of the Independent 
Feed Dealers of Iowa by leading a moon- 
light corn husking bee during the Des 
Moines convention. No, the corn wasn’t 
all bottled. 


@ C. B. WATKINS & CO., 721-723 
South Charles street, Baltimore, Md., has 
improved its plant and installed a new 
feed mixer. 


@ OLIVER WINBERG, Forest, Wis., is 
constructing a two-story concrete feed 
mill and will install a grinder and mixer. 
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Concentrates Important in Diet 
For Dairy Feeding 


e New York Professor Delivers Talk<at Cornell Session 


that high herd production is abso- 

lutely essential for profit. The pro- 
duction that is obtained from a cow is 
determined first by her inherited ability 
to respond to feed and, secondly, by the 
feeding opportunity provided her. In other 
words, an inheritance for a high level of 
production is of little importance unless 
the cow is given a feeding opportunity 
that will enable her to develop in accor- 
dance with her inherited ability. 

The cheapest, safest and most satisfac- 
tory feed for the dairy cow is home-grown 
roughage. There is no substitute for qual- 
ity roughage in the dairy ration. The fin- 
est concentrate mixture cannot adequately 
supplement low grade roughage. 

A still more important fact is that the 
dairy cow provides the most satisfactory 
market for home-grown roughage. I be- 
lieve that it is safe to say that if it were 
not for the ability of the dairy cow to 
convert the unmarketable home-grown 
roughage into a product suitable for hu- 
man consumption that half of the farms 
in New York state would be unoccupied 
today. 


A cost account studies show clearly 


Roughage is Important 

Roughage is bulky and low in total di- 
gestible nutrients when compared to cereal 
grains and their by-products. The ability 
of the dairy cow to utilize roughage is 
limited by her ability to consume dry 
matter. The demands of the young grow- 
ing dairy heifer and the high producing 
dairy cow for food nutrients is so great 
and their capacity to consume dry matter 
so limited that they can not consume 
enough roughage to meet their nutrition- 
al needs. Likewise, home-grown roughage 
may be lacking in certain nutrients essen- 
tial for proper health and top ‘perform- 
ance. It is, therefore, the problem of the 
feeder to supplement the home-grown 
roughage so as to completely and ade- 
quately satisfy the nutritional needs of 
the animal. Jt is the problem of the feed 
manufacturer to provide the dairyman 
with concentrate mixtures designed to 
meet his various needs. The requirements 
vary widely. The young, rapid growing 
calf will have a different nutrient demand 
than the heifer approaching maturity with 
a much slower growth rate. Likewise, the 
requirement of the high producing cow is 
very different from that of the mature 
dry cow. Again the concentrate mixture 
should be one particularly designed to sup- 
plement a specific combination of rough- 
age. With these wide variations occurring 
it is necessary to consider each separately. 

If sales can be used as a measure and 
I believe that they can, dairymen are in 
fairly good agreement on what they de- 
mand in a mature producing cow. With 
few exceptions the cow with a deep, ca- 
pacious body, other things being equal, 
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will command a better price than a cow 
lacking in depth of body and spring of 
rib. Why? Simply because the cow with 
great body capacity can utilize larger 
amounts of home-grown roughage and at 
the same time maintain an efficient level 
of production. 

In the development of dairy heifers we 
must follow a feeding program that will 
produce a mature cow that meets our 
needs. That is, we should strive to devel- 


address published here- 
with was delivered by E. S. 
Harrison, animal husbandry de- 
partment, New York State college 
of agriculture, Ithaca, N. Y., at 
the recent Cornell Nutrition 
School which was attended by 
many members of the feed in- 
dustry. His comments are of 
special interest to dealers serving 
dairy herd owners. 


op early in the dairy heifer the body ca- 
pacity that is so essential in the mature 
cow. We believe that we have learned how 
to do this with a fair degree of success. 
Our feeding pywgram is very simple. The 
basis of our ration is quality roughage. 
High quality roughage not only supplies a 
large part of the total digestible nutrients 
in the ration at the lowest possible cost 
but tends to produce the body conforma- 
tion desired. The consumption of larger 
amounts of hay tends to develop a spring 
of rib and depth of middle that can be 
obtained with no other feed. 

For years we have been talking the im- 
portance of quality roughage in dairy 
ration without definite facts to support 
our statements. During the past two years 
we have conducted a feeding trial with 
growing heifers to determine the import- 
ance of roughage. The following hays 
were fed: 

(1) Early cut timothy green in color; 
(2) Late cut timothy somewhat weather- 
ed and lacking in color; (3)First cutting 
alfalfa, leafy with a fair degree of color; 
(4) First cutting alfalfa, weathered, lack- 
ing leaves and color; (5) Second cutting 
alfalfa, leafy and a fair degree of color. 

These five grades of hay were fed at 
will. All five groups of heifers were fed 
3 pounds of a 13 protein concentrate mix- 
ture per head daily. We were first inter- 
ested in the influence of kind and quality 
of hay upon total consumption. Kind or 
variety proved to be of little importance. 
The heifers receiving the high quality 
early cut timothy hay had as high a daily 
consumption as those on the best alfalfa. 


Likewise, there was no significant differ- 
ence in the growth rate. 

The heifers receiving the low quality 
hay, both timothy and alfalfa, consumed 
between 65 and 70 per cent as much hay 
as consumed by the heifers receiving the 
higher quality hay. Their average daily 
gain was only 70 per cent compared to 
the heifers receiving the good hay. 

The concentrate allowance to the heifers 
receiving the low grade roughage was then 
doubled in an attempt to equalize the 
growth rate. This increase in concentrates 
failed to produce the desired increase in 
growth. The results indicate that there 
was a deficiency in the ration of the 
heifers receiving the low grade hay that 
was not corrected by increasing the con- 
centrate allowance. 

These results are significant because 
they demonstrated that regardless of loca- 
tion or soil type a dairyman can produce 
a satisfactory grade of hay for growing 
heifers. Provided, of course, that the hay 
is early cut and proper harvesting methods 
are followed. 

Proper Concentrates Needed 

As I have already pointed out, quality 
roughage is the basis of our heifer ration. 
Nevertheless, roughage is so bulky and so 
low in total digestible nutrients that the 
young, rapidly growing heifer can not con- 
sume enough hay to maintain a desirable 
rate of growth. The roughage must, there- 
fore, be supplemented with enough con- 
centrated feed to insure rapid growth. 

The concentrate mixture, in addition to 
providing the total nutrients necessary for 
proper growth, must supplement the other 
deficiencies of home-grown roughage. For 
example, if the roughage is non-legume 
the concentrate supplement must be one 
that will supply to the ration an adequate 
amount of protein and essential minerals. 
That is, the concentrate mixture should be 
designed to supply the actual needs of the 
animal, 

Concentrates are strictly a roughage 
supplement and should be fed only in such 
amounts necessary to maintain proper 
growth. A failure to supplement home- 
grown roughage with an adequate amount 
of concentrates results in retarded growth 
and eventually in a cow without enough 
development to make maximum use of her 
inherited ability to produce. On the other 
hand, many potentially good heifers have 
been actually ruined by over-feeding on 
concentrated feed. The feeding of large 
amounts of concentrates tends to cause 
the animal to fatten rather than grow. 
Therefore, an increase in live weight does 
not necessarily provide an accurate pic- 
ture of the growth rate. 

When heifers become fat there is a 
tendency to lay down fatty tissue in the 
udder that will never entirely disappear. 

(Continued on Page Twenty-four ) 
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e LIST OF SUBSCRIBERS & 


Acme Milling Co., 

The Acme Mills, 
Acme-Evans Co., 

Ady & Crowe Mercantile Co., 
Albers Bros. Milling Co., 
Alfocorn Miliing Co., 
Allen Feed & Cereal Mills, 
Allied Mills, Inc., 

-Allison Feed & Milling Co., 
Always-A-Head Mills, 
Arcady Farms Milling Co., 
Archer-Daniels-Midland Co., 
Austin Mill & Grain Co., 


F. C. Ayres Milling & Elevator Co. 


J. J. Badenoch Co., 

E. W. Bailey & Co., 

Ballard & Ballard Co., 
Baltimore Feed & Grain Co., 
Bangor Farmers Union, 
Barber & Bennett, Inc., 
Beacon Milling Co., 
Berkshire Coal & Grain Co., 
Bewley Mills, 

Black Bros. Flour Mills, 
Blish Milling Co., 

Bob White Mills, Inc., 
Burrus Feed Mills, 
California Mealfalfa Co., 
Cameron Feed Mills, 
Canadian Mill & Elevator Co., 
City Mills Co., 

Cheerio Milling Co., 

Clark Burkle & Co., 


Colorado Milling & Elevator Co., 


The G. E. Conkey Co., 
Co-operative G. L. F. Mills, 
C. A. Cowles, Inc., 

Chas M. Cox Co. 

Crawford Bros., 

A. O. Dailey & Sons, Inc., 
Davis Feed Co., 

Delaware Mills, Inc., 
Dietrich & Gambrill, Inc., 
Dixie Mills Co., 

Eagle Roller Mill Co., 
Earle-Chesterfield Mill Co., 
Early & Daniel Co., 


Eastern States Farmers Exchange, 


Elco Mills, 

Elmore Milling Co., Inc., 
John W. Eshelman & Sons, 
Eugene Mill & Elevator Co., 


Famo Feed & Milling Co., 
Farm Bureau Services, 
Feeders Supply & Mfg. Co., 
Feedright Milling Co., 
Ferncliff Feed & Grain Co., 
Flory Milling Co., Inc., 


Galva Cereal & Feed Mills, 
Garver’s Supply Co., 
Gateway Milling Association, 
General Foods Corp., 
Edward F. Goeke Sons, 
Golden Eagle Milling Co., 
Gooch Feed Mill Co., 

Globe Grain & Milling Co., 
Graham Mill & Elevator Co., 
D. H. Grandin Milling Co., 
Golden Sun Milling Co., 


Hales & Hunter Co., 
Hankey Milling Co., 
Hardeman-King Co., 
Harper Grain Co., 
Harshbarger Milling Co., 
Hart Bros., 

Haynes Milling Co., Inc., 
Hilltop Farm Feed Co., 


Olean, N. Y. 
Hopkinsville, Ky. 
Indianapolis, Ind. 
Denver, Colo. 
Seattle, Wash. 

East St. Louis, Il. 
Ada, Oklahoma 
Chicago, IIl. 
Cherokee, Iowa 
East St. Louis, Ill. 
Chicago, 
Minneapolis, Minn. 
Brownwood, Texas 
Denver, Colo. 
Chicago, Iil. 
Montpelier, Vermont 
Louisville, Kentucky 
Baltimore, Md.- 
Bangor, Maine 
Albany, N. Y. 
Cayuga, N. Y. 
North Adams, Mass. 
Fort Worth, Texas 
Beatrice, Neb. 
Seymour, Ind. 
Duluth, Minn. 
Dallas, Texas 
Dixon, Calif. 

N. Little Ark., Ark. 
El Reno, Okla. 
Columbus, Ga. 
Coffeyville, Kansas 
Memphis, Tenn. 
Denver, Colo. 
Cleveland, Ohio 
Buffalo, N. Y. 
Plantsville, Conn. 
Boston, Mass. 
Walton, N. Y. 
Binghamton, N. Y. 
Rutland, Vermont 
Deposit, N. Y. 
Frederick, Md. 
East St. Louis, 
Shelby, N. C. 


- Asheville, N. C. 


Cincinnati, Ohio 
Springfield, Mass. 
El Campo, Texas 
Oneonta, N. Y. 
Lancaster, Pa. 
Eugene, Oregon 
St. Joseph, Mo. 
Bancroft, Mich. 
Kansas City, Mo. 
Augusta, Ga. 
Louisville, Ky. 
Bangor, Pa. 


Galva, Illinois 
Madison, Wis. 
Buffalo, N. Y. 
Kankakee, IIl. 
Evansville, Ind. 
Petaluma, Calif. 
Lincoln, Neb. 
Los Angeles, Calif. 
Graham, Texas 
Jamestown, N. Y. 
Estherville, Iowa 
Chicago, Ill. 
Petoskey, Mich. 
Oklahoma City, 
Pittsburgh, Pa. 
Milton, W. Va. 
Saginaw, Mich. 
Portland, Ind. 
Minneapolis, Minn. 


A. K. Hodgen, 

Hook-Aston Milling Co., 

E. C. & W. L. Hopkins, Inc., 
Houston Milling Co., 
Hubbard Milling Co., 

Hugo Milling Co., 
Humboldt Elevator Mills, 
International Milling Co., 
International Sugar Feed Co., 
International Sugar Feed Co., 


Josey-Miller Co., 


Portland, Oregon 
Zanesville, Ohio 
Greenfield, N. H. 
Houston, Texas 
Mankato, Minn. 
Hugo, Okla. 
Humboldt, Kansas 
Sioux City, Iowa 
Memphis, Tenn. 
Minneapolis, Minn. 
Beaumont, Texas 


Kasco Mills, Inc., Toledo, Ohio 
Kasco Mills, Inc., Waverly, N. Y. 
Key Grain & Feed Co., Keymar, Md. 


Kimbell-Diamond Milling Co., 
King Milling Co., 

Lake Charles Feed Co., Inc., 
Land O’Lakes Creameries, Inc., 
Laurinburg Milling Co., 
Liberty Mills, 


Fort Worth, Texas 
Lowell, Mich. 

Lake Charles, La. 
Minneapolis, Minn. 
Laurinburg, N. C. 
San Antonio, Texas 


Lubbock Grain & Feed Co., Lubbock, Texas 
Maney Bros. Mill & Elevator Co., | Minneapolis, Minn. 
Maritime Milling Co., Inc., Buffalo, N. Y. 


Klamath Falls, Ore. 
Dalhart, Texas 
Beaver Dam, Wis. 
Toledo, Ohio 
Springfield, Mo. 
Saginaw, Mich. 


Martin Bros., 

Mayfield Feed & Grain Co., 
Mayr’s Seed & Feed, 
Mennel Milling Co., 

M. F. A. Milling Co., 
Michigan Bean Co., 
Miner-Hillard Milling Co., Wilkes-Barre, Pa. 
Mineralized Yeast Mills Co., Ingomar, Ohio 
Minnesota Farm Bureau Service Co.St. Paul, Minn. 
Moore Milling Co., Greenville, S. C. 
Moses Bros. Co., Inc., Eaton, N. Y. 
McMillen Feed Mills, Inc., Fort Wayne, Ind. 
Muskogee Mill & Elevator Co., Muskogee, Okla. 
New Bern Oil & Fertilizer Co., | New Bern, N. C. 
New Richmond Roller Mills Co., New Richmond, Wis 
Nickel Plate Elevator Co., Cleveland, Ohio 
Northeast Feed Mill Co., Minneapolis, Minn. 


Northern Milling Co., Wausau, Wis. 
Northern Supply Co., Amery, Wis. 
Northrup, King & Co., Minneapolis, Minn. 
Ogden Grain Co., Utica, N. Y. 

Ohio Builders & Milling, Inc., Canton, Ohio 
Osen Milling Co., De Pere, Wis. 
Owosso Elevator & Coal Co., Owosso, Mich. 
Palacek Mills, Enid, Okla. 

Park & Pollard Co., Buffalo, N. Y. 


E. M. Peet Mfg. Co., 
Peterson-Biddick Co., 


Council Bluffs, Iowa 
Wadena, Minn. 


Phelps & Sibley Co., Cuba, N. Y. 

R. C. Poage Milling Co., Ashland, Ky. 
W. W. Pollock Milling & Elev. Co., Mexico, Mo. 
Pratt Food Co., Philadelphia, Pa. 
Prosser Flour Mills, Prosser, Wash. 
Tha Quaker Oats Co., Chicago, III. 


J. F. Quinlivann & Bro. Feed Co., St. Louis, Mo. 


Ralston-Purina Co., St. Louis, Mo. 
Richards Milling Co., Cortland, Ohio 
Roanoke City Mills, Inc., Roanoke, Va. 


Ronceverte Mills, 

J. L. Ross Co., 
Royal-Stafolife Mills, 
Royal-Stafolife Mills, 
Russell-Miller Milling Co., 


Saint & Co., Inc., 
San Francisco Milling Co., 
Schreiber Milling & Grairr Co., 
Schultz-Baujan & Co., 
Scott Bros. Grain Co., 
Scott County Milling Co., 
Security Mills, 
Sharp Elevator Co., 

Shawnee Milling Co., 
Sheridan Flour Mills, 


Ronceverte, W. Va. 
Superior, Wis. 
Memphis, Tenn. 
Meridian, Miss. 
Billings, Mont. 
Houston, Texas 


San Francisco, Calif. 
St. Joseph, Mo. 
Beardstown, IIl. 
Fort Worth, Texas 
Sikeston, Mo. 
Knoxville, Tenn. 
Sioux Falls, S. Dak. 
Shawnee, Okla. 
Sheridan, Wyoming 


NATIONAL FEED 


INSURI 


HE National Feed 
came into being in 
series of heart to he: 
manufacturers, feed 


Long Tim 

Long time bookings hay 

consumer, the feed deal 

The practice compelled 

a price on a feed before 
the price should be. 


Artificial Prices 


The price thus establi 
encouraged speculation 0 
ers and dealers, often 
caused much friction, lo: 
and dealers, repudiation 
al condition of unrest tl 
which no one from the 
sumer, under these spe 
just exactly where he st 


Better Busi 
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natural development by | 


Southern Milling Co., 
Southern States Co-Op. Mills, 
Spartan Grain & Mill Co., 
Springfield Sales Co., 
Staley Milling Co., 
Standard Milling Co., 
Statesville Flour Mills Co., 
Jesse C. Stewart Co., 

D. A. Stickell & Sons, Inc., 
Stratton & Co., 

Sargent & Co., 


Teichgraeber Milling Co., 
Terminal Grain Co., 
Thibault Milling Co., 
Toledo Grain & Milling Co., 
Transit Milling Co., 

Jacob Trinley & Sons, 
Triangle Milling Co., 


The Ubiko Milling Co., 
Unity Feeds, Inc., 
Universal Milling Co., 
Urbana Mills Co., 
Valley City Milling Co., 
Vitality Mills, Inc., 
Vitamax Mills, Inc., 
Wadsworth Feed Co., 
H. K. Webster Co., 

F. S. Wertz & Son, 
Western Grain Co., 
Wisconsin Milling Co., 
Ziliak-Schafer Milling Co., It 
A. K. Zinn & Co., 
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COUNCIL 


PLAN 


ING BETTER BUSINESS.... 


' efor the Feeder, Dealer and Manufacturer 


Feed Merchandising Council 
gin 1930 as the result of a 
o heart meetings between feed 
dealers and feed users. 


‘ime Bookings 
shave never benefited the feed 
dealer or feed manufacturer. 


led manufacturers to establish 
fore anybody could tell what 


ces and Speculation 

tablished was largely artificial 
non the part of the consum- 
ten to their detriment, and 
, loss of money to consumers 
ion of contracts, and a gener- 
st throughout the industry in 
the manufacturer to the con- 
speculative conditions, knew 


e stood. 


usiness For All 


ndising Council Plan was a 
by an industry earnestly seek- 


Augusta, Ga. 

ills, Baltimore, Md. 

Spartanburg, S. C. 
Springfield, Mo. 
Kansas City, Mo. 
Atlanta, Ga. 
Statesville, N. C. 
Pittsburgh, Pa. 

a Hagerstown, Md. 
Concord, N. H. 


Des Moines, Iowa 


Emporia, Kansas 
Fort Worth, Texas 
Little Rock, Ark. 
0, Toledo, Ohio 
Sherman, Texas 
Linfield, Pa. 
Portland, Oregon 
Cincinnati, Ohio 
Boston, Mass. 
Los Angeles, Calif. 
Urbana, Ohio 
Portland, Mich. 
Chicago, IIl. 
St. Louis, Mo. 
Warren, Ohio 
Lawrence, Mass. 
Reading, Pa. 
Birmingham, Ala. 
Menomonie, Wis. 
-Inc., Mobile, Ala. 
Battle Creek, Mich. 


PLAN. 


sales of feed: 


shall pay the market loss. 


feed. 


This Plan includes the following Principles with respect to contract 


1. No sale to be made for shipment beyond 60 days from date of sale. 
2. No extension of contract to be made for a period exceeding 30 days 


and then only providing a carrying charge of 25c per ton for each 15 days 
or fraction thereof is made and paid. 


3. No sale to be made with price guaranteed against market decline. 
4. No contract to be repriced, rewritten, resold or tansferred. 


5. When any contract is cancelled by mutual consent of seller and 
buyer or expires by limitation as expressed in Principle No. 2, the buyer 


NOTE: It will be understood that these Principles do not apply to the 
sale of beef cattle feed, sheep and lamb feed, dog feed, fox feed, and mink 


ing ways of insuring better business for the feed 
consumer, the feed dealer, and the feed manufac- 
turer. It dealt a death blow to uneconomic prac- 
tices, such as long-term bookings, price guarantee 
and meaningless contracts which had created false 
market levels, bred ill will between dealer, feeder 
and manufacturer, and imposed risk and penalty 
upon all. 


Good Merchandising 


With the adoption of the Plan, merchandising 
largely replaced the speculation which had poison- 
ed business and which has little place in sound feed 
industry. The sanctity of contractual obligations, 
without a proper appreciation of which no business 
can successfully and economically operate, became 
a cardinal principle in buying and selling. 

Sales made by dealers to consumers also became 
genuine sales. Purchases by consumers from dealers 
became real purchases, and purchases made by deal- 


ers from manufacturers became real purchases. 
Sound business was deeply injected into the indus- 
try, and at last the consumer was given the oppor- 
tunity of buying feed in all seasons more nearly 
upon a true market value and quality basis. 


For eight years the Feed Merchandising Council 
Plan has played a prominent part in developing 
confidence in and respect for one of America’s most 
important industries. 


Stability Established 


With the revision of this Plan, after eight years 
of experience, the manufacturers as listed here and 
who have approved and are now operating under 
the revised Principles, feel that the Plan is now 
more solid, more stable, will still further reduce 
speculation and its attendant difficulties, and is a 
forward step in the interest and benefit of the en- 
tire feed industry, consumers, dealers and manu- 
facturers alike. 


53 W. JACKSON BLVD. 
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Concentrates Important 
In Feeding Cattle 


(Continued from Page Twenty-one ) 


This fatty tissue in the udder is likely to 
result in its early breakdown and thus 
seriously influences the usefulness of the 
animal. 

In summary, the feeding program we 
are attempting to follow in the develop- 
ment of our dairy heifers is to provide 
them with all of the high quality hay they 
will consume and supplement the hay with 
enough concentrated feed to insure rapid 
growth without fattening. 

Feeding the Milking Herd 

In discussing the feeding of the milk- 

ing herd, the story as far as roughage is 


tors and Feed Mills. 
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This Green Valley Wise. Plant 
is just another example of 


IBBERSON efficiency 


You, too, can profit by the 50 years of IBBERSON 
experience in building and remodeling Grain Eleva- 


You can SAVE money, in building, through the facilities 
and buying power of the IBBERSON organization. You can 
have a plant that MAKES more money for you because of 

- expert IBBERSON planning for “straight line” production 
at higher efficiency and lower cost. 


Write us in full confidence 


Consultation offered without obligation. 
book of IBBERSON-Built Grain Elevators and Feed Mills. 
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concerned is practically the same as in 
the case of the dairy heifer. Roughage is 
the basis of the milking ration. If the 
roughage is of high quality the ration will 
be satisfactory if any reasonable good con- 
centrate mixture designed to supplement 
the roughage is fed. If the roughage is of 
low quality the ration will be unsatisfac- 
tory regardless of the concentrate mix- 
ture fed. 

Professor Morrison and his associates 
conducted a feeding trial with milking cows 
to compare the value of early cut timothy 
hay with first cutting alfalfa. The early 
cut timothy proved to be just as palata- 
ble as the alfalfa and when the concentrate 
mixture fed with the timothy hay properly 
supplemented the ration with protein and 
minerals production was equally good. 


Write for the 


This work definitely establishes the fact 
that time of harvesting and curing meth- 
ods were more important in determining 
the value of hay than kind or variety. This 
does not mean that all hay cut at the cor- 
rect stage of maturity and properly cured 
is of equal feeding value. The non-legume 
hays are low in protein and minerals when 
compared to legume hay. It does mean, 
however, that a non-legume hay such as 
timothy when harvested correctly is a 
fairly satisfactory roughage if properly 
supplemented by a concentrate mixture. 

In selecting a concentrate mixture to be 
used in feeding the university herd, we 
give consideration to several factors. 

1. The concentrate mixture must be 
high in total digestible nutrients. Remem- 
ber that we fed concentrates only because 
the roughage is too bulky and too low in 
total nutrients to permit the cow to con- 
sume enough to support top performance. 

2. The protein content of the concen- 
trate mixture must be adjusted to suit the 
particular combination of roughage that it 
is to supplement. We try to provide a 
reasonable margin of safety but at the 
same time we do not want a great excess 
of protein. Aside from the cost, a great 
excess of protein in the ration is unde- 
sirable. We have noticed that our high 
producing cows in hot weather appear to 
be working harder whenever they are re- 
ceiving protein in excess to their actual 
needs. If a high protein concentrate mix- 
ture is fed with a legume roughage, it is 
a common observation that the cows will 
refuse to eat the leaves but will consume 
them if the protein in the ration is re- 
duced. I do not believe that an excess of 
protein in the ration is responsible for 
disease troubles, but I do believe, for ex- 
ample, that if a cow is carrying an infec- 
tion for mastitis the feeding of excessive 
amounts of protein can influence the 
course of the disease. 

3. Experimental work conducted by Dr. 
L. A. Maynard and his associates indicates 
rather clearly that the concentrate mixture 
should carry approximately 4 per cent fat 
for most efficient production. Whether 
this is a specific requirement for fat, or 
some dietary essential associated with fat, 
I do not think anyone is as yet quite sure. 
Nevertheless, in view of this work we 
want a concentrate mixture that carries a 
minimum of 4 per cent fat. 

4. With a non-legume roughage the con- 
centrate mixture must provide a calcium 
supplement. 


@ JAMES HESSBURG, manager of the 
Milwaukee, office, Archer-Daniels-Midland 
Co., returned recently from a trip to 
Buffalo to spend several days at the firm’s 
Minneapolis from whence he returned 
again to Buffalo. 


@ ARTHUR CLIFFORD is now sole 
owner of the Farmers Elevator Co., Anti- 
go, Wis., having purchased the interest of 
his partner, F. W. Ophoven. 


@ S.C. GREIF, formerly connected with 
the Griffith Street Feed & Grain Co., Inc., 


Claysville, N. J., has opened a feed store 
of his own. 


@ G. W. NANCE has opened a new feed 
store and cream station at Columbia, Ky. 
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The above picture shows the crowd of 750 persons who attended the big Purina Mills meeting at the Statler Hotel, St. Louis, Mo. 


Central States Conference 
Held By Purina 


Pledging themselves to “better serve 
the man on the farm” more than 750 
Purina merchants, farm editors, radio 
farm commentators, livestock and farm 
magazine editors and bankers from the 
newly-organized Central States Division 
met in convention 
October 3 and 4 at 
the Statler hotel, St. 
Louis, Mo. 

The conclave was 
sponsored by Purina 
Mills and was under 
the direction of cen- 
tral sales manager 
Al Schindler. Those 
in attendance agreed 
that the spread be- 
tween today’s level 
of grain and feed 
feed prices and the 
price level of eggs, meat and milk is 
wider than it has been for years and that 
today is a golden day of opportunity for 
farmers and merchants alike. 

President Donald Danforth declared a 
war on waste, false prophets, poor feeding 
and management and all factors which re- 
tard the growth of the man on the farm 
and the merchant in the store. He termed 
it a war to create not to destroy and 
urged a crusade to provide wider farm 
service that will bring economical produc- 
tion and new wealth to the man on the 
farm. 

William Sample, vice president of Pur- 
ina Mills, outlined a plan for feed mer- 
chants to help them give greater service 
to the farm feeder. He pointed out the 


AL SCHINDLER 
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importance of handling quality products, 
in the right store with correct methods 
and fair profits by the right man. 

Other talks were given by E. G. Cher- 
bonnier, secretary of Purina Mills; E. H. 
Hamel of Purina’s cattle, hog and sheep 
department; D. C. Purcell of the poultry 
department ; Grafton Lothrop of the sani- 
tation department, and Mr Schindler. 

Those present obtained a new under- 
standing of the discoveries and develop- 
ments of Purina research work at the 
Purina experimental farm. 


@ PHOENIX FLOUR MILLS, Inc., UI- 
lin, Ill., has installed a new feed grinder. 


@ ADOLPH MORTENSEN, Swea City, 
Ta., has sold his feed mill to L. R. Van 
Velsan, Crestan, Ia. Mr. Mortensen plans 
to remain in Swea City where he will con- 
duct a wholesale feed business. 


W. F. LODDE DIES 

William F. Lodde, for 16 years asso- 
ciated with the Milwaukee office of Fraser- 
Smith Co., Ltd., died October 25 at the 
Sacred Heart sanitarium. He had been 
in poor health for several months. Mr. 
Lodde was 61 years old and was familiar- 
ly known to the trade as “Barley Bill’. 
Funeral services were held October 27 
from St. Mathews church, Milwaukee. 


The Fate of 


Dealer Clade 


By EMIL J. BLACKY 


Feed Dealer Slade, with greed imbued, 

Prided himself on being shrewd, 

And nothing gave him a greater thrill 

Than to ring up a dollar in the till 

That was gained by making a shady deal, 

For he loved to hear his victim squeal. 

Value to him was an unknown term— 

Friendship in business, a deadly germ. 

He sold his trade what they didn’t need; 

Let the buyer beware was his only creed. 

He bought inferior merchandise 

And boosted the prices to the skies, 

He promised most anything under the sun 

And thought that dodging complaints was 
fun. 

He really believed that a customer “done” 

Was worth far more than a customer won. 

Well, Slade kept right on going to town 

Until he ran every victim down, 

And there wasn’t a soul among all men 


Who would stop to buy from him again. 
He found himself at the short trail’s end 
And discovered he didn’t have a friend. 
Yes, all too late he sits to brood, 

That honesty wins over being shrewd. 


INSTALL NEW MACHINERY 

Recently the Strong-Scott Mfg. Co., 
Minneapolis, Minn., has completed three 
installations of new machinery in Wiscon- 
sin. Heading the list is the installation 
completed at the A. B. R. Grain Co., 
Slinger, Wis. New equipment includes a 
24-inch pneumatic attrition mill and a 
one-ton triple action mixer. The Hoge 
& Gumm Mercantile Co., Jackson, has 
installed a 24-inch Strong-Scott pneu- 
matic attrition mill and a one-ton triple 
action mixer. Bauer Bros., Campbellsport, 
have also installed a 24-inch Strong-Scott 
pneumatic attrition mill. 
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CONCENTRATED 
COD LIVER OIL FOR 
POULTRY E ANIMAL 


A U.S.P. COD LIVER OIL 


— Reinforced in Vitamins A and D 


VITAND is a vitamin A and D reinforcement, processed by one of America’s 
fine oil firms, under watchful supervision and biological laboratory control, 


including chick tests per the AOAC chick method. 


The rapidly growing volume of repeat orders for VITAND indicates how satis- 
factorily it is meeting the practical requirements of Feed manufacturers. 


Send for Booklet “Thirty Years of Progress” 


Wrieto NAPTHOLE, INC., BOONTON, N. J. 


KING BROTHERS, Philadelphia 
JESSE C. STEWART CO., Pittsburgh 
NORTH JACKSON SUPPLY CO., 


North Jackson, Ohio 


HAYNES MILLING CO., Portland, Ind. 


Also Warehouse Stocks at: CHICAGO, ILL. 


or these distributors: 


V. E. HERTER CO., Dayton, Ohio 
NORTHRUP, KING & CO., Minneapolis 
MICHIGAN FEED & GRAIN CO., Detroit 
SAM KRAUS, Fort Wayne, Ind. 
WOOSTER FEED MF. CO.,Wooster, Ohio 


FARLEY FEED CO., Janesville, Wis. 


INDIANAPOLIS, IND. LANSING, MICH. 


Happy Birthday 
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Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran and Middlin gs 


TENNANT & HOYT Co. 


Order a Mixed Car of 


—Higher in Protein— 


LAKE CITY, MINN. 


A capacity group gathers around The 
Feed Bag birthday cake this month and 
the honored guest, by right of seniority, 
is George M. Palmer, Hubbard Milling 
Co., Mankato Minn. Mr. Palmer reaches 
the age of 85 years on November 17. He 
started in the feed business as a book- 
keeper for the Mankato Linseed Oil Co. 
and joined Hubbard when it opened for 
business in 1878. His rise to fame was 
rapid and he became president of the firm 
in 1905. Mr. Palmer, despite his ad- 
vanced age, is hale and hearty and is 
still active head of the business. 

Another president who celebrates his 
birthday this month is James (Jim) Flinn 
who directs the operations of the Blatch- 
ford Calf Meal Co., Waukegan, Ill. He 
was born November 12. 

Others who have or will celebrate their 
birthdays this month are Harris G. Nelson. 
Pittsburgh Plate Glass Co., Milwaukee. 


COLBY PORTER 


November 3; Henry Kuehn, King Midas 
Flour Mills, Minneapolis, Minn., and Joe 
Newsome, Newsome Commission Co.. 
Minneapolis, Minn., November 7; Walter 
B. Krueck, district sales manager, Allied 
Mills, Inc., Fort Wayne, Ind., November 
15; H. H. Humphrey, sales manager. 
Northern Milling Co., Wausau, Wis., No- 
vember 10; Bill Kellogg, Bunge Elevator 
Corp., Minneapolis, Minn., November 24; 
A. E. (Bert) Sargent, Sargent & Co., Des 
Moines, Ia., November 25. 

S. M. Lien, Northern Supply Co.. 
Amery, Wis., November 25; C. J. LaFleur, 
sales director, Kasco Mills, Inc., Waverly. 
N. Y.., November 23; Donald E. Fraser, 
vice president, Cereal Grading Co., Minn- 
eapolis, Minn., November 26; R. F. Ben- 
kert Merck & Co., Inc., Rahway, N. J.. 
November 19; Quin Johnstone, Johnstone- 
Templeton Co., Milwaukee, Wis., Novem- 
ber 13; Walter Holstein, Mohr-Holstein 
Commission Co., Milwaukee, Wis., No- 
vember 13, and Colby Porter, C. S. Porter, 
Fox Lake, Wis., November 2. 
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This happy group of dealers was caught in informal pose by the camera at the recent annual convention held at Des Moines. They adjourned for a 
visit to the agricultural experiment station at Ames where most of them are shown gathered in friendly discussion or observing the exhibits. Judging by the 
smiles on their faces, the feed business in the Hawkeye state is destined for a happy and prosperous future. 


state corn loan supervisor, outlined the 


Experiment Station Visited government corn program and the part 


country elevators are asked to take in it. 


bd Kasco Mills, Inc., Toledo, Ohio, has 
moved its offices from the Produce Ex- ; 

(Continued from Page Fourteen ) many of the feed men stayed over to join change building to the fifth floor of the 


in this field in all mid-western states this Western Grain & Feed Dealers associa- Richardson building. Orrin E. M. Keller 
winter. It is to be known as Associated [ion in a meeting at which Ed. Ellison, is president. 


Producers & Distributors, and will main- 


King Mides Cp ple River Mill 


feed, grain, lumber, coal produce farm, 
transportation drug livestock and other 
industries are supporting the program, Mr. 
Stoll said. 

Following the discussion the conven- 
tion adopted a resolution approving the 
new set-up and ordering the association. PLE RIVER é }. 
officers to cooperate with Mr. Stoll and FEED MILL | = 
with the Grain & Feed Dealers National a 5 
association in seeking further solution to 
the problem. 

A stag buffet and entertainment wound 
up the Monday program and Tuesday 

| morning after a business session the con- 
vention adjourned to Ames. There Dr. 
R. E. Buchanan, director of the experi- 
ment station, welcomed the delegation and 
promised full cooperation of the staff in 
giving the feed men the answers to their 
questions on research being carried on at 
the college. 

Dr. B. H. Thomas, head of animal 
chemistry and nutrition; Dr H. L. Wilcke, 
head of poultry husbandry; Dr. C. Y. 
Cannon, head of dairy husbandry, and C. The above picture shows the new Minneapolis plant of the Apple River Mill Co., feed division of 
c. Culbertson, head of animal production, the King Midas Flour Mills. This plant has a grain storage capacity of 250,000 bushels. Trackage on 
took tums leading the visitors through Seth, ses of she rill 1-200 fort ond fol for the mane 
the various departments and experimental facture of the firm’s complete line of poultry feed and dairy rations. The Apple River Mill Co. was 
farms. established 10 years ago. The centralization of its operations in the new, larger plant in Minneapolis 


u = was prompted by economies in operation which it will afford and because of a steadily increasing 
Back at Des Moines Tuesday evening, business in Minnesota, Wisconsin and Upper Michigan. The firm offers a complete mixed car service. 
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@ GREEN BROS. SUPPLY Co., Miller- 
ton, has started the construction of a new 
150x30 foot grain warehouse. 


@ McKEAGE grist mill, Cherry Tree, N. 
Y., was destroyed by fire October 13 with 


a loss estimated at $20,000. W. S. Sweit- 
zer is owner. 


@ WILLIAM H. KAY, Jr., announces 
the sale of Feed Service, Inc. Poughkeep- 
sie N. Y., to the Beacon Milling Co., 
Cayuga, N. Y. The transaction included 
the purchase of the three branches of 
Feed Service at Yonkers, Fishkill and 
Poughkeepsie. 


THIS BAB. 


@ C. L. DAVIS, formerly of Princeton, 
Minn., has opened a feed business at Fari- 
bault Minn. It will be known as the Trad- 
ing Post. 


@ C. B. CHRISTOPHER & CO. eleva- 


tor, Blencoe, Ia. was destroyed by fire 
October 21. 


@ WILLIAM E. JORTON, Ipswich, 
Mass., for more than 30 years a grain 
merchant, died at Cable Memorial hospi- 
tal, October 23. He was 81 years old. 


@ BERNARD W. HEALY, manager, 
Kingston Grain Co. Kingston, N. Y., died 
October 18 at his home. 


IN THE 


NE ALL” 


\ 


POLL 


WILL BRINGEM IN TO YOUR 
FEED STORE TOO! 


Irs A BRAND NEW idea to increase your starter sales— 
a sensational, practical plan that will give you the “inside track” 
with a large proportion of the feeders in your locality . . . if you 
sell chicks, you will find it is a real sales booster in this depart- 


ment, too! 


In addition to the Chick Poll, don’t fail to cash in on the Third 
Annual Wayne Chick Growing Derby—$5,000.00 in merchandise 
prizes to help you build business in 1939. 


Remember, too: Cooperating feed dealers 
will compete for seven all-expense trips to the 


World’s Poultry Congress. 


WAYNE FEEDS 


Service Dept., Allied Mills, Inc., Fort Wayne, Ind. 
Send information on the Chick Polls and the other Wayne 


promotions for Feed Dealers in 1939. 


Name 


Address 


THIS COUPON TODAY 


You Made A Hole-In-One? 
Let Us Know 


The secret desire of every golfer is to 
make a hole in one. It is something about 
which you can tell your friends when they 
gather around the fireplace on those long 
winter evenings or best you in a game of 
cards at your favorite rendezvous. The 
when a walking cane has displaced that 
dependable driver, it is a pleasant feat to 
brag about, to the grandson or grand- 
daughter who is just beginning to take up 
the sport. 

With the golf season for 1938 conclud- 
ed, The Feed Bag decided to learn how 
many persons actually made a hole in 
one. First to respond with a lusty “fore” 
was Jim Keegan, feed dealer at Richland 
Center, Wis. Jim lofted a nice drive on 
his home course recently. It dropped on 
the green 200 yards away and trickled 
down into the cup. And now Jim’s chest 
expansion has increased by at least six 
inches. 

If you made a hole in one this year, 
we'd be glad to hear about it. Write to- 
day to the editors of The Feed Bag, 741 
N. Milwaukee street (who haven’t made a 
hole in less than six at any time) and 
tell how you did it. Signatures of eye 
witnesses not required. 


@ H. G. FRIELER has opened a whole- 
sale flour and feed store at Detroit Lakes, 
Minn. Headquarters for the firm will be 
in the old Cheery warehouse. 


@ WELLS FARMERS ELEVATOR Co., 
Wells, Minn., is constructing a new addi- 
tion and will install a feed mill. 


@ McKEE FEED & GRAIN Co., Mus- 
catine, Ia., is building an addition to its 
elevator which will have a capacity of 
40,000 -bushels of grain and will bring 
the total storage facilities of the firm to 
80,000 bushels. 


MICHIGAN 

Roger Carter has taken over the firm of 
Carter & Prillwitz, Coloma, and will con- 
tinue to handle hay, grain and feed. 

Frank O’Brien has purchased the former 
Weippert mill, Portland, and has installed 
new equipment for the manufacture of 
flour and feed. 

Michigan Bean Co., Deckerville, has 
remodelled its seed and bean mill and has 
installed new machinery. A. H. Gorringe 
is manager. 

Elkton Cooperative Farm Produce Co., 
Elkton, held a grand opening for its feed 
mill and gas station, October 22. 

Roscoe J. Carl & Son, Lansing, are con- 
structing a new warehouse to accommo- 
date their increased seed business. 

Burt Lumber & Fuel Co., Grand Ledge, 
has installed a new Fairbanks scale. 

Haslett Grain & Bean Co., Haslett, has 
opened a feed department and installed 
electric motors, grain elevators, corn 
shellers and a feed mixer and magnetic 
separator. 

Harry D. Gates Co. has opened a new 
alfalfa milling plant at Hudson. 

Harris Milling Co., Mt. Pleasant, has 
installed a Sprout, Waldron attrition mill. 
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Progressive Message Stressed 
Cornell Nutrition School 


EED men today must keep up with 

the times or lose business to their 

more progressive competitors. That 
a certain percentage of modern feed man- 
ufacturers appreciate this fact was well 
demonstrated October 20 to 22 when 200 
attended the Cornell Nutrition School for 
feed manufacturers and distributors. 

The two and a half day school included 
lectures and discussions on many topics of 
interest to feed men whether their main 
concern was dairy or poultry feeds. With 
the exception of Dr. E. W. Crampton, 
MacDonald college (a part of this college 
is the agricultural faculty of McGill uni- 
versity in Montreal, Canada) who spoke 
on “Crude Fibre, Its Place and Limita- 
tions in Animal and Poultry Rations’’, all 
speakers were from the Cornell university 
staff. 

Feed manufacturers who were just “too 
busy” to attend this school can’t expect 
to read about all of it here or in any 
publication. True, some of the talks may 
be published later but these are only a 
part of such a school. This writer has 
maintained, for at least 12 years, that a 
minimum of half the value of any tech- 
nical or semi-popular meeting is in the 
contacts made. You as a feed manufac- 
turer can easily find one or perhaps a 
dozen competitors with problems like your 
own. Talking these over with men in the 
same business is worth a whole lot. Per- 
haps in the course of a year a thousand 
dollars might be saved through the use 
of some new product, or in avoiding some 
other. 

As ten or 20 thousand words could 
easily be written on what was presented 
at the school, only some of the more im- 
portant talks can be summarized here. 
Like the old vaudeville programs, the or- 
der of the acts on the program was no 
criterion of their rating or excellence. 

Nutrition and Life Span 

Dr. C. M. McCay gave an exceedingly 
interesting talk on nutrition and longevity. 
Rats, at least, that are not given all the 
feed they want during the growing period, 
have a better chance to live longer than 
their well-fed mates. This has not yet 
been demonstrated in other animals, nor 
in the human family. However, those of 
us who haven’t taken on a “waistline” 
apparently have a greater life expectancy, 
just as statistics show that wives of ap- 
proximately equal age outlive their hus- 
bands. 

E. S. Harrison, in talking on concen- 
trates to supplement home grown rough- 
ages, delivered some really interesting 
facts. He again emphasized the definite 
need of good roughage for dairy animals 
which should be a mixture of forage crops, 
whether for growing heifers or milking 
cows. Perhaps the best mixture is equal 
parts of high quality green cured timothy, 
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By Dr. W. C. Tully 


second cutting well-cured clover, and al- 
falfa of equal grade. Growing heifers fed 
three pounds daily of a 13 per cent con- 
centrate did as well on high quality green 
cured timothy as on first or second cut- 
ting alfalfa. But where six pounds of a 
similar concentrate was fed, (a high allow- 
ance for heifers) with poor quality hay 
the additional concentrate did not produce 
the expected extra growth. 

It is important, therefore, to know that 
extra concentrate will not satisfactorily 
supplement poor quality hay. Because 
this practice has been tried without know- 
ing its weakness, many good heifers have 


HE account of the Cornell 

Nutrition School meeting 
published herewith was written 
exclusively for The Feed Bag 
by Dr. W. C. Tully, nutritional 
expert for the Sunset Feed & 
Grain Co., Buffalo, N. Y. Dr. 
Tully is recognized as one of 
the outstanding authorities in the 
field of nutrition. 


been seriously damaged. Too much concen- 
trate tends to fatten the heifer resulting 
in decreased roughage consumption, and 
a deposition of fat on the animal. Too 
much of this fat on the udder during the 
growing period may later markedly inter- 
fere with the usefulness of the heifer as 
a milker. 
Discusses Flavin Requirements 

A. E. Schumacher added to the existing 
knowledge of flavin requirements for poul- 
try. This writer believes that perhaps 
more emphasis should be put on the fact 
that, in determining the proper unitage of 
flavin to be added to various poultry feeds, 
while a reasonable safety factor is essen- 
tial, flavin in excess of this is unnecessary. 

J. C. Bauerenfeind gave a good presen- 
tation on the relatively new chick anti- 
dermatosis vitamin (filtrate factor) but 
more work on this is needed. It should 
not be of too great concern, in the mean- 
time, because the usual complete ration 
probably contains an adequate supply. 

One afternoon was devoted to discus- 
sion groups on the following five subjects, 
each directed by a Cornell staff member: 
The Science of Feeding Dogs, by Dr. C. 
M. McCay; The Chemical Determination 
of Riboflavin in feedstuffs, by Dr. A. Z. 
Hodson; The Control of Quality in feed- 
stuffs, by Dr. L. C. Norris; Field Prob- 
lems in Animal Nutrition, by Dr. W. T. 
Crandall, and a similar discussion on poul- 
try feeding led by L. E. Weaver. Real 
interest in dog feeding was shown by the 


e Large Group Enjoys Educational Program 


60 attendants at this session. Dr. McCay 
gave a good summary of our present day 
knowledge on this subject. Probably no 
one is more qualified to do this than Dr. 
McCay who has made an extensive study 
of the literature on feeding dogs and has 
also done experimental work with this 
interesting animal. 
Manganese for Poultry 

C. D. Casky of the poultry department 
gave one of the best talks on the program 
in reporting on much more detailed work 
with manganese for poultry than has here- 
tofore been presented at a popular meet- 
ing. The starting and growing mashes for 
poultry definitely need additional mangan- 
ese; it is not essential in the laying mash 
but a very inexpensive safety factor. Man- 
ganese, fed usually in the form of sulphate 
or carbonate, at a level of four ounces to 
the ton of mash, will not only be an im- 
portant factor in preventing perosis, 
(other names—slipped tendon, swollen 
hocks, hock disease, etc.) providing the 
calcium and phosphorus levels in the ra- 
tion are near correct, but will also pro- 
duce better bone growth. 

The value of vitamin E for poultry was 
discussed by Dr. L. C. Norris who used 
results of various experiments as a basis 
for his talk. Other excellent talks, which 
lack of space prevents mentioning were 
also given. 

Suggests Simplified Terms 

Only a few suggestions are, perhaps, in 
order for another Cornell Nutrition 
School. These are by no means exclusive 
opinions of this writer. First, some speak- 
ers are still too “big word minded”. Milli- 
grams, micrograms, units, gamma, T.D.N., 
carotene dermatosis, dermatitis, and so on, 
are all perhaps terms well understood by 
those working with them frequently. How- 
ever, such terms could be better and more 
frequently explained for some feed manu- 
facturers. One or two additional speakers 
from other colleges would be an asset. 
At least some commercial talent could be 
employed to good advantage. The school 
should be given more publicity, and cer- 
tainly, the programs could be well utilized 
if distributed two weeks earlier. While 
these points cannot be considered minor, 
the prevailing opinion was that time and 
money spent at this year’s Cornell Nu- 
trition School will be repaid with much 
more than compound interest. 


@ BARNETT S. GOLDING, Eastport, 
N. Y., has taken over the Consumers 
Cash & Supply Co. warehouse, Riverhead, 


@ FRANKLIN ROBINSON, former 
manager of the Ben Levy Grain Co., 
Ossian, Ind., has leased the elevators of 
the Walter Grain Co. located at Auburn 
and Spencerville, Ind. He will operate as 
the Auburn Grain Co. 
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@ C. H. WILLIAMSON, formerly asso- 
ciated with Bartlett Frazier Co., St. 
Louis, Mo., has organized C. H. William- 
son & Co. to succeed the Bartlett Frazier 
Co. The change became effective Novem- 
ber 1. The firm will take over all cus- 
tomers’ millfeed future contracts and 
complete all cash contracts outstanding. 


@ NELSON M. RICHARDS, Richards 
Milling Co., Cortland, Ohio, died October 
20 at the Youngstown hospital after an 
illness of six months. He was 79 years 
old . 


@ ELKTON COOPERATIVE Farm Pro- 
duce Co., Elkton, Mich., held its grand 
opening recently. D. N. Protzman is 
manager. 


@ KENTLAND PRODUCTS CO., Kent- 
land, Ind., through a recently organized 
subsidiary, the Vital-Lac Feed Co., has 
begun the manufacture and sale of a new 
concentrated milk and feed product to be 
known as Vital-Lac. 

@ CURTIS MILL, Curtis, Neb., has dis- 
continued business and the Cooperative 
creamery has taken over the stock. 

@ COLE SUNSHINE FEED STORE, 
Elwood, Ind., was gutted by fire October 
22 with a loss estimated at $2500. 


@ JUNO JOHNSON, Zumbrota, Minn., 
has taken over the Mantorville feed mill 
and has completely remodeled the build- 
ing. 


FROM THE HOPPER INTO THE }/3\ 
HEN INTO THE EGG BASKET- 

- THATS THEWAY NORTHRUP. 
IKING EGG MASFIES WORK = 


— 


aa 


Sell the FEED that Makes Them 
MAKE MORE EGGS / 


@ There’s no magic in making an egg, but there does happen to be a 
secret! That secret lies in providing, properly blended and balanced, 
all of the egg-making materials needed by the hen. Northrup King’s 
Egg Mashes contain all the essential ingredients—proteins, mimerals: 
and vitamins—blended in just the right proportions and balanced to 
make an egg in the shortest possible time. It gives results where results 
count—in the egg basket! For more eggs, more sales, more profits, stock 
Northrup, King and Company Egg Mashes. Call for delivery now! 


— Hear Northrup-King’s Almanac of the Air—WCCO—7 a. m. 


NORTHRUP, KING CO. 


Minneapolis, 


DEPENDABLE 
SINCE 1884 


Minnesota 


Lloyd Larson Starts Own 
Advertising Agency 


Lloyd Larson, for nine years associated 
with the Hubbard Milling Co., Mankato, 
Minn., has resigned to establish an adver- 
tising agency of his own. He has enjoyed 
wide experience in 
this line, especially 
in the feed business. 

Mr. Larson start- 
ed with Hubbard as 
a salesman travelling 
in western Wiscon- 
sin but soon was 
transferred to the 
advertising depart- 
ment where he serv- 
ed for eight years, 
last three in com- 
plete charge. He is 
thoroughly versed in 
the feed, flour, live- 
stock and hatchery business and has han- 
dled all types of advertising in these fields. 
He intends, however, to extend his serv- 
ices to other industries as well. 

Mr. Larson’s headquarters will be at 
Mankato and plans will be made to ex- 
pand as business develops. His services 
will include preparation of copy, layout 
for newspaper and magazines, radio, direct 
mail literature, point of sale material and 
motion pictures. 


LLOYD LARSON 


@ HUNSAKER FEED MILL, Camp 
Point, Ill., has installed a new feed mixer. 
Kenneth G. Hunsaker is proprietor. 


EMPLOYMENT BUREAU 


A complimentary, confidential service— 
address your inquiries to The Feed Bag 


POSITIONS WANTED 
Salesman or Warehouse Manager—20 years’ 
experience. Wisconsin territory preferred. Good 
references. Refer to No. 98, The Feed Bag, 
Milwaukee, Wis. 


Experienced buyer and manager wants new 
connection as traveling representative or district 
manager. Well acquainted with feed trade in 
northeastern states. Refer to No. 1180, The Feed 
Bag, Milwaukee, Wis. 


Mill man—Experienced in production of all 
types milk products. Capable and responsible. 
Thoroughly acquainted with mill-wright work. 
Refer to No. 1181, The Feed Bag, Milwaukee, Wis. 


Salesman—FEastern Wisconsin territory  pre- 
ferred. 15 years’ experience selling flour, feed, 
merchandise and farm machinery. Good refer- 
ences. Refer to No. 781, The Feed Bag, Mil- 
waukee, Wis. 


POSITIONS AVAILABLE 


Manager or Assistant Manager—Undersigned 
would like to correspond with manager or assist- 
ant manager of yard handling lumber, building 
material, feed, coal and buying grain. Person 
may be now employed by some cooperative ; must 
be young, have good personality, hard worker, 
profit minded and accustomed to stiff competi- 
tion. All replies confidential. Refer to No. 910A, 
c/o The Feed Bag, Milwaukee, Wis. 


Feed Salesman who has feed dealer and eleva- 
tor acquaintance in Central Ohio territory. This 
is one of the fastest growing Feed concerns mak- 
ing complete line of Feeds and Concentrates, 
including pellets. Give complete information 
about yourself. Replies strictly confidential. 
Refer to No. 1081A, c/o The Feed Bag, Milwau- 
kee, Wis. 


Salesman wanted—Must know trade in Iowa, 
Nebraska, Minnesota and Dakotas. Old estab- 
lished firm manufacturing widely known brand 
of soybean meal. Salary. Give experience and 
references. Refer to No. 1181A, c/o The Feed 
Bag, Milwaukee, Wis. 
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Iowa Dealers Told How 
To Sell on Sound Basis 


(Continued on Page Thirteen) 


your men are not the right type. But re- 
member this—a mediocre man can be 
improved by instruction, the good man 
can be made better and the best of men 
can be strengthened considerably. Sales- 
men are a fine source of information. 
After all they know their product or their 
firms wouldn’t have them out selling. Why 
not use them? 

Closely allied with this conviction of 
the merit of your products and service 
and your ability to transmit it to cus- 
tomers in the way of sales is an impor- 
tant factor rarely talked about—that of 
building a reputation for integrity. This 
can’t be done in a day, a week or a year. 
A reputation for integrity can only be 
earned by strict adherence to sound prin- 
ciples during the lifetime of a business. 
Integrity is the mark of a man, a pin- 
nacle so few of us reach. On the bell of 
the clock in the Milwaukee City Hall 
tower there is this inscription, “When I 
sound the hour of day from this grand 
and lofty steeple, deem it a reminder, 
pray, to be honest with the people.” I 
have never read a better inscription. 

Ask yourself which ingredients give you 
the most for your money, what feeds are 
selling best, what specialties offer oppor- 
tunities for profit, who’s producing the 
most milk or eggs, who’s got the money 
to pay for what he buys? Those are the 
things we constantly have to watch. And 
speaking of specialties, keep your eyes 
and ears open on these specialties that 
come and go in the feed business. Now 
a specialty may be defined as merchan- 
dise for which there may exist a poten- 
tial demand and for which it is possible 
to create a demand, but which has not 
been generally incorporated in the com- 
mon usages of a customer. They are al- 
ways sold on margins above the average. 
Sell specialties often and hard enough. 
You will find they may become staples at 
margins above the staple class. 

Book Accounts Mean Loss 

You can’t discuss feed merchandising 
unless you discuss its major problem. I 
refer, of course, to the cash or credit fea- 
ture. The very same dealers who refuse 
or fail to carry complete stocks for fear 
“that the market is going down” in nine 
out of ten cases will have more money 
on the “book” than is represented in feed 
inventories on their floor. I have a wide 
and intimate acquaintanceship with feed 
dealers in the Northwest and I have yet 
to see a single book account which pro- 
duced or could be sold at a profit. If you 
are not averse to taking a loss in your 
book account, why are you averse to tak- 
ing a loss on inventory. 

It is far better to have your book ac- 
count represented in actual feed on your 
floor, than to have someone owing you, 
no matter what the markets do. Feed on 
your floor has potential profit possibil- 
ities, your book account, no matter how 
good you think it is, has only loss possi- 
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bilities. Sell for cash, carry the larger 
stock and eventually the business will 
come to you, even if only for the reason 
that customers will come and pay you 
cash while they owe your competitors 
money. 

I believe that your ability to adequate- 
ly serve your community is in direct ratio 
to the consideration you give this credit 
problem. And remember credit is not the 
ability to pay. You may be wealthy and 
have no credit. Credit is the willingness 
to pay promptly when bills are due. But 
credit, especially when you give it, costs 
money—mostly yours. The purpose of 
business is to yield a profit to the man 
who puts his money in it. 

That we must advertise is a foregone 
conclusion. That’s been settled long ago. 
The problem is, “How shall I advertise, 
what kind of advertising is best suited to 
the average retail feed establishment?” 

The most efficient, the most economical 
method is through the medium of direct 
mail advertising. Get a mimeograph. It 
is just as necessary as a scale. The one 
way to keep active customers active is to 
have a list of them. Once a month or 
more often, tell them about the feed you 
handle. A little at a time, merchandise 
that is seasonable and do it in your own 
words. You make a good feed, handle a 
respectable commercial feed on the side 
but no matter how good you think you 
are, you are not your own customer, you 


don’t buy your own product. 

A product may be 99 per cent pure, 
but only 10 per cent known. It isn’t the 
purity of a thing that sells—it’s the buy- 
ers’ knowledge of that purity. Tell ’em 
about your feeds, your store, your service, 
your prices. It doesn’t do any harm either 
to tell them how well their neighbor John 
Jones likes your mash. Stress the pro- 
duct most suitable. 

Keep Prices in Open 

And be sure to list prices. You may 
object to sending out your complete price 
list because you think your competitor will 
cut under you. Let him. Sooner or later 
you all must know that one of the real 
troubles of the feed business has always 
been that dealers have failed miserably to 
instill confidence in the hearts of buyers. 
And why? Because every feed dealer 
keeps his price under his hat. The actual 
consumer believes every dealer makes 
from $10.00 to $15.00 per ton on every 
ton of feed he handles. The consumer has 
no reliable place to go to see what markets 
are doing. He must rely upon the news- 
papers and while newspapers keep well 
posted on the daily fluctuations of the 
grain markets, they change their feed 
quotations about twice per month. 

The feed price you send out eventually 
becomes the standard price of the com- 
munity for buyers naturally figure that 
unless your price is right you would not 
be flaunting it to the skies. 

Publishing a price list does not mean 
that you must cut prices. Get over that 
idea. Your margins are close enough. 
There isn’t a single industry in the 
United States, considering its bulk and 
amount of money invested, that handles 
or distributes its products to consumers 


Funk’s Hybrid Seed Corn Display 


Above is shown one of a series of feed and seed displays and exhibits of the Funk Bros. Seed Co., 
Bloomington, Ill., which were first shown at the McLean county fair and then the Iowa, Illinois and 
Indiana state fairs. The displays were designed, created and produced entirely by the company to 
dramatize the thoughts and ideas which were used in its catalog and other national advertising. The 
one shown above emphasizes the wide distribution of Funk’s hybrid seed corn. 
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RYDE’S 
EGG-SHELL MINERAL 
For Increased Egg Production 


Ryde’s Nutritive Minerals (Na- 
ture’s Own) contain calcium 
from cooked and ground egg- 
shells plus all other essential 
mineral elements to promote 
health and production. 


RYDE’S 
CREAM CALF MEAL 


For Better Calves 


The meal that saves 
up to 1% on feeding 
costs. The special 
steam cooking a‘ds 
digestion, lessens the 
danger of scours. 


RYDE’S CREAM CALF FLAKES 
New Way of Dry Feeding 


a Made by the same process with the 
same quality ingredients as the meal. 


All Ryde products sold 
exclusively to dealers 


RYDE & COMPANY 


5425 W. Roosevelt Road., Chicago, IIl. 


—RBetter Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


on more narrow margins than does the 
feed dealer. So broadcast, but don’t cut 
a price. 

The man who goes after business by 
advertising and selling will get it. But 
don’t think just because you put out one 
circular or card everybody in the neigh- 
borhood is going to grab his hat, run 
down to your store, kiss you and demand 
the products you have advertised. 

You have heard the story of the China- 
man. Someone told him that the people 
on the other side of the world slept on 
feathers and were much more comfort- 
able. He wanted to be comfortable, too, 
so he caught a duck, plucked a few feath- 
ers, put them on the ground and slept on 
them only to find the ground as hard as 
ever. He had the right idea but he didn’t 
go far enough. 

Keep on Advertising 

One circular or reminder doesn’t do it. 
Offer the public real value and you will 
get your share of the business but only if 
you keep telling your story over and over 
again until they stop to listen, read and 
believe. Repetition is the greatest power 
in advertising today. 

The bamboo pole and can of worms 
have caught more fish than all of the 
feathered flies ever made. The man who 
rolls up his sleeves and pitches in will 
land more business. The way to fish is to 
go and fish. The way to get business is to 
go and get it. To meet a 20 per cent loss 
in business with a 40 per cent let down 
in sales effort is the royal road to down 
and out. If you think you can earn more 
by working less you are just all wet. 


TALK asour sacs! 


(Quoted from Customer’s Letters) 


You certainly did a fine job 
* * * Tf I went into a store 
and saw a bag like that, I'd 
buy it whether there was 
anything in it or not. It cer- 
tainly is a fine looking job. 


WERTHAN 
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BaG CORPORATION 
NASHVILLE — NEW ORLEANS 


(WERTHAN)— 


One way to keep from losing one’s shirt 
is to keep it on. The feed business is the 
finest business in this world. It has ro- 
mance; it is interesting; it offers a chal- 
lenge to any who cares or dares to meet 
it. But we reap only in proportion to what 
we put in. The test among men is not 
how many go into a thing but how many 
stay in. Either we have to stay in and 
fight or get out and join some other fight. 

There’s No Santa Claus 


There is no Santa Claus. Nobody is 
going to give you anything. If you want 
to increase your sales or even hold your 
levels in this period of depression, reces- 
sion or normalcy, whichever you like, you 
have got to maintain contact with the 
buyers. The buyers are there, for in every 
community there is someone who wants 
to buy, can buy and will pay for exactly 
what you have to sell. The trick is to get 
there ahead of that hoard of other com- 


. modity sellers who are all competing for 


the consumer’s dollar. 

Carry complete stocks, know your pro- 
duct, consider carefully your credit prob- 
lems, spend twice as much for advertis- 
ing as you do for automobile expense, find 
out what people want, convince them that 
your product and service will satisfy 
those wants. If you do all this, even only 
a part of it, you will find your business 
enjoyable and profitable. In fact, you will 
admit the grass is just as green here as 
over there. 


@ NABOR MILL and elevator, Alexan- 
dria, Ind., has installed a new feed mixer. 


TRACE MINERALS 
NOW EASY 


e-saageey have shown that minute quantities of 

iodine and manganese are needed by poultry and 
animals. Limestone Products Corporation now gives 
you an easy method of adding these two minerals to 
feeds in the small quantities required. 


IODIZED CALCITE 


A precise combination of potassium iodide and cal- 
cite flour. Mixed fresh as ordered—no loss of iodine 
content due to storage. 


MANGANESED CALCITE 


Calcite flour combined with manganese sulphate in 
the exact ratio you want. 

These precision-built mineral supplements are as 
easy to use as ground limestone. They provide a 
simple, economical, accurate way to put these im- 
portant “trace” minerals into your feeds. 


Write or wire for quotations, samples, and information. 


~ LIMESTONE PRODUCTS CORPORATION OF AMERICA 


NEWTON, N. J. 
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Clyde H. Hendrix Directs 
MeMillen Feed Sales 


Clyde H. Hendrix has been promoted 
‘o the position of sales manager for 
McMillen Feed Mills, Inc., Fort Wayne, 
Ind. Moving up the ranks with him are 

William D. Martin 

and E. Wood Mills 

who will serve as 
assistant sales man- 
agers. All three have 
been associated with 
the company since 
its inception four 
years ago and are 
well known to the 
feed industry in the 
East Central states. 
Robert P. O’Brien, 
vice president of 
CLYDE H. HENDRIX McMillen Feed 
Mills, Inc., who has 
been serving as sales manager will be re- 
lieved of this duty but will continue in 
an executive capacity for the firm. He 
will direct sales for the Central Soya Co., 
Inc., one of the McMillen interests. 
e@ H. D. WOODS grain store, Derry, N. 
H., has been incorporated and is now un- 
der the management of Leon A. Whitney. 
The firm will henceforth be known as the 
H. D. Woods Co., Inc. 


os 


@ HARBOR FEED STORE, Ashtabula, 
Ohio, has purchased a lot north of its 
property and plans to expand its plant. 


WATCH 


FOR THE 
DAWE’S VITAMELK 


ANNOUNCEMENT 
NEXT MONTH / 


Learn How To 
WIN CUSTOMERS 


INFLUENCE 
FEED SALES 


DAWE’S VITAMELK COMPANY 
4800 SO. RICHMOND CHICAGO, ILL. 


+ + + 
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Gathering 
Momentum... hye 3 
getting bigger all the time.... 


Like a snowball rolling down hill, this new plan that offers 
additional reward to Blatchford dealers for their added 
efforts in handling our products, is growing greater every 
minute. Thanks to those fine dealers who are already 
under way...and welcome to those who are about to start! 


EVERY BLATCHFORD DEALER CAN SHARE IN THE ‘a erg 


There’s a BIG market for Blatchford products right now . . . that means profit 
for you. .. plus! Get behind BLATCHFORD’S CALF MEAL—the depend- 
able milk-saving calf feed that’s been best for 7 generations ..- BLATCHFORD’'S 
CALF PELLETS—the newest, time and money-saving calf feed that’s really 
effective ... BLATCHFORD’S VITADINE .. . completes the mix and gives 
precious vitamins, minerals, iodine, and other needed ingredients the easiest, most 
economical way. Get in touch with your distributor today — or write us direct. 


Blatchford 


WAUKEGAN * ILLINOIS 
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FisHMeEAL 


of all varieties... 


Featuring these brands: 
LIGHTHOUSE 


DELMAR 


* CYPRESS 


* HOVDEN 


« vacuum dried 


FARALLONE 


RICHFISH 


- whole sardines 


SARDINE MEAL 


FISHMEAL HEADQUARTERS 


WILBUR - ELLIS COMPANY 


SAN FRANCISCO 
CHICAGO NEW YORK 


Sunset New Distributor 
For C-A Wood Preserver 


Sunset Feed & Grain Co., Buffalo, N. 
Y., announces that it has taken on the 
distribution of C-A Wood Preserver, man- 
ufactured by the C-A Wood Preserver 
Co., St. Louis, Mo. The product is a pure 
anthracene oil and has been on the mar- 
ket for 52 years. It is guaranteed by 
affidavit to be carbolineum like that rec- 
ommended in U. S. Farmers’ Bulletins 
801 and 1070. C-A Wood Preserver is 
recommended by state agricultural colleges 
and other authorities for spraying on 
roosts, dropping boards, nests and the 
roofs over nests to prevent the breeding 
of mites. It is also utilized for preserv- 


ing fence posts, shingles, building sills and 
lumber work which is exposed to weather. 
@ W. H. WILKIN, Fairmont, Minn., is 
constructing a new addition to the White 
Feather hatchery and will operate a feed 
business. 


@ RUEBEN NEUMANN has leased the 


Wildi building, Highland, Ill., and has 
opened a feed and supply store. 


@ JAY W. DECKER has sold his inter- 
est in the grain and feed business which 
he conducted at Honesdale, N. Y., to 
William J. Cobb. Mr. Cobb’s son, Walter, 
will manage the establishment which will 
be known as the Red Rose feed store. 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


CLO-TRATE 


Cod Liver Oil fortified in 
vitamins A and D. 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


FEED JOBBERS e 


Distributors of: 
C-A WOOD PRESERVER 


(Carbolineum America) 
Pure, honest, anthracene oil. 
The most permanent poultry 
mite preventative 
The only carbolineum guar- 
anteed by affidavit. 


WRITE US FOR FURTHER INFORMATION 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


SUNSET BRAND FEED 
(an exclusively milk product) 
High in flavin, milk albumen, 


and milk minerals. 
known. 


flowing powder. 


Dept. 10 
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‘LOW COST SOURCE OF VITAMIN A 


Forget mixing troubles— cut your mixing 
costs — insure ample vitamin A content in 
your feeds with Caratone, the new free- 


Caratone, a carotene product, is nature’s own 
source of vitamin A. It provides vitamin A activ- 
ity as found in yellow corn, carrots, tomatoes 
and leafy plants. Of vegetable origin, and palat- 
able, Caratone not only saves time and cost—but 
definitely adds to the acceptance of your feeds. 


Write for Full Information 
Get the Caratone story now — see how easy it 
is to mix—how easy to handle. Packed in kraft 
lined jute bags, there are no drums to bother 
dé about — no return charges. 


Your customers, too, will appreciate the 
extra values of feeds fortified with Caratone. 


EFF LABORATORIES, 
Canalene Products by the gram orcar" 


CLEVELAND, OHIO 


west. 


SKIM MILK 


Daigo * 


BUTTERMILK 


You can depend on us to 
live up to our reputation as 


“The Milk Man of the North- 


hand at all times. 


PROMPT AND FUTURE SHIPMENTS 


LA BUDDE FEED & GRAIN CO. 


741 N. Milwaukee St., 


DRIED 


Complete stocks on 


Milwaukee, Wis. 
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Sussex-Orange Feed Dealers 
Revive Their Association 


<10 many years had passed since the 
»> Feed Dealers Association of Sussex 
County N. J., and Orange County, N. Y., 
were brought together that those present 
at a recent gathering could not remember 
when their previous meeting had been 
held. 

The reason for the revival of interest 
in the association was the inquiry by the 
officials of New Jersey into the corporate 
powers of the Cooperative Grange League 
Federation to do business with the state 
institutions. J. Carleton Smith, Mercer 
Feed Co., Lawrenceville, N. J., had taken 
the lead with a small group of feed deal- 
ers in protesting the right of the G.L.F. 
to sell feed to the state. On August 31 
a representative group of feed dealers 
from various parts of New Jersey had met 
at Trenton to hear Mr. Smith tell about 
his determination to carry the protest to 
the state supreme court. 

The officers and other members of the 
Sussex and Orange association had gone 
to Trenton to that meeting. What they 
heard there stirred them into calling a 
meeting of their association. They thought 
their members should be informed con- 
cerrning Mr. Smith’s action and that he 
should have the support of their associa- 
tion. 

Accordingly Andrew W. Roy, Mills & 
Roy, Sussex, N. J., sent out notices of a 


MALT 


Malt Hulls 


Always Available 


SPROUTS 
FEED BARLEY 


Barley Screenings - Barley Chaff i 


meeting for the evening of October 13. 
About 30 feed men representing 17 firms, 
dined at the Sussex inn. J. Carleton 
Smith and his attorney, J. Richard Kafes, 
and Louis E. Thompson, secretary of the 
Eastern Federation of Feed Merchants, 
were also present. 

After dinner Hulet Clark, C. G. Clark 
& Son, Westtown, N. Y., presided at the 
meeting. Mr. Clark introduced Mr. 
Thompson who explained the object of 
the meeting and introduced Attorney 
Kafes. Mr. Kafes related the course of 
events that led to Mr. Smith’s protesta- 
tions against cooperatives doing business 
beyond their legal powers in New Jersey. 
He described the legal procedure of the 
contest and made the whole matter clear 
for the layman’s understanding. The mat- 
ter now rests with the attorney of the 
state. Mr. Kafes is confident that an 
attorney representing that office will go 
before the supreme court to ask for an 
inquiry into the exact corporate powers 
of the G.L.F. The contention is that the 
G.L.F. has exceeded those powers 

Mr. Smith spoke on the merits of his 
case and his determination to resist the 
cooperatives’ encroachments on the busi- 
ness of independent dealers. Already in 
September as a result of his action the 
commissioner of purchases of the state 
declined to receive bids from the G.L.F. 


\ 


FROE 


MILWAUKEE 
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DTERT 


Highest Quality 


Prompt Service 


MorTON SALT COMPANY 
MILWAUKEE 


for feeds that were contracted for in that 
month. 

In the discussion that followed the feed 
men present were quick to realize that Mr. 
Smith was fighting for the rights of all 
independent dealers as opposed to cooper- 
atives. The question was how should they 
support him. To answer that question, it 
was voted to hold another meeting early 
in November at which time it was expec- 
ted attendance would be still larger when 
an election of officers would take place, 
and the organization would resume the 
paying of dues. It was evident that some- 
thing more than moral support for Mr. 
Smith and his colleagues was forthcoming 
from the Sussex and Orange association. 

There was also much discussion about 
the difficulties of doing business, such as 
—when is a cash discount not a cash dis- 
count and what bearing on this question 
has the date on the dairyman’s milk 
check; who is going to pay for feed bags, 
and what about the increase in the cost 
of salt in the northern counties of New 
Jersey? No unanimity of action on these 
troublesome questions seemed to be pos- 
sible. 

Andrew W. Roy, however, was instruc- 
ted to write a letter of protest to salt 
manufacturers, against the raising of 
prices which discriminated against dealers 
in Northern New Jersey. 


@ ALLEN M. FENNIMORE who con- 
ducted a grain and feed business at Mount 
Holly, N. J., for more than 30 years, died 
recently of a heart attack. He was 69 
years old. 
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R FEED 


IDENTIFY YOU 


OUR advertisement on Universal 
Cardboard Feeders will stay with 
your feed while it is in use. 
Every time a feeder is filled the poul- 
try raiser sees your ad—every time he 
looks at his chicks your name is seen. 
More than 6,000 dealers are using 
Universal Feeders to stimulate sales. 
Tests have proven that chicks will eat 
more of your feed from Universal 
Feeders than from other types. Sani- 
tary—less contamination— they enable 
your customers to receive best results 
from your feed. Your customers’ 
chicks do better when they have more 
good feeding space. One thousand 
feeders, with your advertisement, can 
be purchased for $38. Dealers report 
their customers ask for_them. — 
~ “Write Today for Full Information» 


Gene RAL DistrRisutinG Co. 
< NEWTON, KANSAS 


Pecos Valley Alfalfa Mill 
Hagerman, NM. 


TRY OUR 


* PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


COAST TO COAST 
GRAIN SERVICE 


for 


Fairmont, Minn. 
Marshall, Minn. 
Williston, N. Dak. 


Duluth 
Milwaukee 
Chicago Albany 
Green Bay New York 
Cedar Rapids Seattle 


Winnipeg, Man. 


Toledo 
Buffalo 


INCORPORATED 


MINNEAPOLIS, MINN. 
761 Chamber of Commerce 


Country Offices 


Sioux Falls, S. Dak. 
Lincoln, Neb. 
Sac City, Iowa 


Terminal Offices 


Cargill, Incorporated, Seed Division 
Box 64, Minneapolis 


Portland, Ore. 
Montreal, Que. 


and feeds. 


160 N. 
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Macpherson Elected Head 
Of Eastern Grain Firm 


Norman B. Macpherson has been named 
president and treasurer of the Eastern 
Grain Elevator Corp. to succeed John J. 
Rammacher, now deceased. The announce- 
ment came after a special meeting of the 
board of directors at which a complete 
slate of officers was named to have charge 
of the company’s affairs. Mr. Macpher- 
son has been associated with the firm 
since 1902. 

Other officers named include Charles B. 
Weydman, well-known in Eastern circles, 
elected vice president and assistant treas- 
urer; George J. Crammer, vice president 
and secretary; Edwin T. Douglass, mana- 
ger of elevators; Carl B. Mischka, assis- 
tant manager of elevators, and Harry J. 
Hewett, assistant secretary. Mr. Doug- 
lass was also named to the board of direc- 
tors to fill the place vacated by Mr. 
Rammacher. 


as 


WISCONSIN 

W. A. Shaw, Wittenberg, is installing 
a new feed grinder. 

Joe Nusberger has purchased the feed 
mill formerly operated by Gustave Krause. 

O. J. Amundson has taken over the feed 
store operated by the New Richmond 
Roller Mills Co. at Greenwood. 

Jake Coheen and Mark Traxler have 
opened a new feed mill at Wheeler. 

E. D. Hering’s Sons, Inc., Milwaukee, 
has been organized to deal in flour and 
feed. Incorporators are Reuben and Rus- 
sell Hering. 


healthier cattle—for finishing off 
hogs faster—for increased milk 
checks—for more and better eggs 
—bigger poultry profits— 


Recommend and Sell .... 


MARBLEHEAD 


CALCIUM CARBONATE 


UNIFORM—CHEMICALLY FIXED 


MANGANESED CALCIUM 


MARBLEHEAD “98” 
PULVERIZED CALCIUM CARBONATE 


Outstanding qaitte—poeneeet to your specifica- 
tions—easily and uni 


ormly mixed with mashes 


. Write for Samples and Prices 


MARBLEHEAD LIME 0. 


La Salle St. — Chicago 
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New Type Mixer 


A new type mixer for pre-mixing semi- 
solid buttermilk, cod liver oil and other 
concentrates has been designed and built 
by Sprout, Waldron & Co., Muncy, Pa. 
It is offered in three sizes with capacities 
of 24, 34.6 and 55.2 cubic feet. The mixer 


is all steel and electrically welded and is 
equipped with ball bearings and a specially 
designed combination ribbon and paddle 
agitator. Complete details may be obtain- 
ed by writing the company. 


@ WELLS FARMERS ELEVATOR CO., 
Wells, Minn., is erecting an addition to its 
plant which will be used as a feed mill. 


++ 


@ FOND DU LAC EQUITY Coopera- 
tive Co., Fond du Lac, is building a com- 
plete set of buildings including a ware- 
house, store, office and flour rooms fitted 
with various bins. A Strong-Scott pneu- 
matic mill and a Strong-Scott one-ton 
mixer are being installed. The entire plant 
was designed by the T. E. Ibberson Co., 
Minneapolis. 


® 67% Pilchard Meal 


410 National Marine Bank Bldg. 


ISH MEAL... 
STRUVEN CAN SUPPLY 


© 58/60% Jap Sardine Meal ® 55/60% Menhaden Meal 
© 65% Vacuum Dried White Fish Meal 
® 65% California Sardine Meal 


QUALITY—SERVICE—PRICE 


For Quotations, Wire— 


The CHAS. M. STRUVEN COMPANY 


Baltimore, Maryland 


BLACKSTRAP MOLASSES 


@ has same carbohydrate feeding value as corn, pound 
for pound—And it makes every feeding material used 
more palatable. When you use “Manard Quality” Black- 
strap you get extra nutritive value in your feeds as 
“Manard Quality” contains about 1% less moisture and 
1% more solids than “Standard” Blackstrap. 


JOHN MANARD MOLASSES COMPANY 
New Orleans 


AISY 
FEED MIXER 
HOWELL & co. 


MINNEAPOLIS, MINN, 


Mixed Feeds Pay Big Profits 


Do your own mixing with a DAISY 
triple action horizontal batch mixer and 
double the profits of your feed business. 
No competition when you have a DAISY. 
Capacities from 14 to 2 tons per batch. 
Loads, mixes, discharges and stacks a ton 
“// batch in 12 minutes. Requires minimum 
power. Very compact. Quiet in operation. 
Motor or belt drive. Write for full infor- 
mation and low factory-to-user prices. 


R. R. HOWELL & Co. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


The Acid Test 
for Feeds 


What Is 
Feed Quality? 


@ “It is possible to ‘dress up’ 
the feed from an appearance 
and maybe an appetizing 
standpoint. To temporarily 
satisfy the scrutinizing eye of 
the customers and the palate 
of a hungry beast. But, in the 
final analysis, will it produce 
meat, milk or eggs economi- 
cally? Will it prove to be a 
quality feed or just an imita- 
tion to fill up the animal? 
There is an old saying that a 
chain is only as strong as its 
weakest link, which in a 
feedman’s language means 
that no feed can be any better 
than the quality of the ingre- 
dients used in its makeup.” 
_ The Red W Brand motto 
is:— 

“To make well and to trade 
fairly. To profit not alone in 
dollars but in the good will 
of those with whom we deal.” 


\\ 
WILSON & Co. 

Chicago, Kansas City, Oklahoma 
City, Cedar Rapids, Albert Lea, 
Omaha, Philadelphia, Boston, 
Los Angeles, New York, 
Columbus, Ga. 


THE FEED BAG — November, 1938 


‘ 
| 
\ \ = 
= | | 
— | 
=. 
| 
inn 
L 
AP 
| 
| 


USED IN 
CONNECTION 
WITH YOUR 

PRIVATE 
BRAND FEEDS 


* 


ANIMAL 
POULTRY 
YEAST 
FOAM 


* 


NORTHWESTERN 
YEAST COMPANY 


DEPT. FB 


1750 N. Ashland Ave. 
CHICAGO 


SAVE? 


time and money by sending your trucks 
to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


@ A. D. HAYES CO., New London, Ia., 
is razing its old elevator and will con- 
struct a new building to house its grind- 
ing, mixing and grain cleaning machinery. 


@ DES MOINES FEED & SUPPLY 
Co., Des Moines, Ia., was badly damaged 
by an explosion on the night of October 
2. Loss was estimated at $2,000. James 
Bianchi who operates the business an- 
nounces that immediate plans will be made 
to rebuild. 


@ CHARLES F. BAYER, who operated 
a feed business at Perrysburg, Ohio, for 
the past 15 years, died October 2 after a 
year’s illness. He was 68 years old. The 
business will be continued under the man- 
agement of his son, Raymond. 


@ JOHN GRAEBER, manager, Farmers 
Grain Co., Sheldahl, Ia., was compelled 
to have his left eye removed recently as 
the result of being clawed by a hoot ow! 
which he tried to drive away from the 
back porch of his home. The bird swoop- 
ed down on him and inflicted the wound 
and an infection developed. 
MIXER CATALOG 

Robinson Mfg. Co., Muncy, Pa., has 
ready for distribution its new catalog 
which features various types and sizes 
of Unique and Gardner mixers and sifters 
and other equipment manufactured by the 
firm. It is attractively printed and con- 
tains illustrations and descriptions of the 
wide range of units. Copies may be ob- 
tained by writing direct io the company. 


FOND DU LAC 


NO-MILK CALF Foop 


Farmers have raised better calves and hogs on No- 
Milk Calf Food for the past 54 years. It is handled 
by more than 1100 dealers who have found No-Milk 
a constant source of profit through satisfied customers. 
You, too, can cash in on the popularity of No-Milk. 
Write today for full information and prices. 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Prop. 


WISCONSIN 


DENVER 
ALFALFA 


MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products 
LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 


SWIFT & COMPANY 
SOY BEAN MILL 


CHAMPAIGN, ILLINOIS 


Manufacturers of 


SWIFT'S 
SOY BEAN OIL 
MEAL 


Pure old 
process 41% 
protein 
guaranteed 


Phone 
Write 
Wire 

For Prices 
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ILLINOIS 

Oliver Witt is constructing a new 70x30 
oot feed mill at Trenton. New machinery 
‘s being installed. 

Fravil & Son have purchased the Bea- 
rice Creamery, Little York, and will buy 
farm produce and conduct a general feed 
business. 

Zeller & Son, Genoa, have modernized 
their plant and installed a new feed 
mixer. 

William P. Mortis, engaged in business 
for more than 50 years as a partner in 
the firm of Leon & Morris Implement & 
Seed Co., Decatur, died October 1. 

Concord Coal & Feed Co., Concord, has 
purchased the Concord elevator and feed 
store formerly owned by the Schultz- 
Bauman Co., Beardstown. C. O. Bayliss 
will remain as manager. 

O. F. Rich and Cecil G. Weger, Flat 
Rock, have purchased the Robinson feed 
and flour business Robinson, from W. A. 
Beckett and will move their hatchery to 
Robinson. 

Glenn Newton who for some time has 
been conducting a feed and poultry sta- 
tion in the Brown building, Wyoming, has 
discontinued his feed business but will 
continué buying poultry. 

Howard Draper has taken over the feed 
store and produce station formerly oper- 
ated by Edmond Miller in the Tyler build- 
ing Wayne City. 

Eureka Milling Co., Eureka, is opening 
a branch station in the Gates building at 
Camp Point. John Curry has been ap- 
pointed manager. 


Growers of 


85 varieticEs... 


Field and Sweet CORN 
and Seed Corn Hybrids 


Swedish Type — Victories 
Columbia Gray 


SEED OATS 
GARDEN SEED 


Write today for descriptive catalog 


THE 0 & M SEED Co. 


GROWERS 
GREEN SPRINGS - - - OHIO 


running, thus assuring uniform distribution and a 
uniform ration of Iodine in your feeds. 


Write for Sample and Circular 


CHAS. PFIZER & CO., Inc. 


NEW YORK: 83 Maiden Lane CHICAGO: 446 W. Grand Ave. 


POTASSIUM IODIDE MIX 
An intimately blended and milled combination of 
90% Potassium Iodide U.S.P. with Calcium Carbon- 
ate and Calcium Oxide. Protected by U. S. Patent. 
A stable, very finely divided Powder, bulky and free 


CEREAL 


GRADING CO. 


MINNEAPOLIS 
Specialize in 
GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 
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QUALITY FLOUR 


for a 


QUALITY TRADE 


MINNESOTA GOOD BREAD 
GIRL FLOUR 


ALSO A FULL LINE OF MILLFEEDS 


WRITE OR WIRE FOR QUOTATIONS 


e CAPITAL FLOUR MILLS, Inc. 


OFFICES: 
CORN EXCHANGE BLDG. MILLS 
MINNEAPOLIS, MINN. ST. PAUL, MINN 


' 


FOR FEED MIXING 
TANK BARRELS - DRUMS 


SUGAR CAME 
NATIONAL MOLASSES | 
0396 


CLASSIFIED 


Service department for our readers. Low 
Rates: 35c per line; minimum, four lines 
including heading. Figure approximately 
seven average words per line. 


“HOW TO INCREASE YOUR PROFITS!” 
Sell the kind of chicken mite killer recom- 
mended in U. S. Farm Bulletins and most State 
Experimental Stations. It’s a money maker and 
repeater. 
C-A WOOD PRESERVER COMPANY 
6624 Delmar Blvd., St. Louis, Mo. 


CONNECTION WANTED 

Man with 15 years experience as broker in 
feedstuffs desires connection with feed mill or 
jobber. Willing to invest in partnership or take 
two year lease on feed store with option to buy. 
Illinois or neighboring state location preferred. 
—" SO-118, c/o The Feed Bag, Milwaukee, 

is. 


HAMMER MILL FOR SALE 
Has 30 h.p. motor—used only short time. Like 
new. Bargain for cash. Write MM-116, c/o The 
Feed Bag, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o The Feed Bag, Milwaukee, Wis. 


Ground Oat Groats 


Low Fibre Content 


NORTH EAST FEED MILL CO. 
MINNEAPOLIS, MINN. 


H. A. VANDERHOOF CO. 
1222 Flour Exchange, Minneapolis, Minn. 
BROKERS 
We specialize in 
Dried Milk Products for Animal Feed 
Dried Buttermilk — Dried Skim Milk 


«FOR FEED CALL* 


“Stormy” 


IOWA FEED CORP. 
Phone 45177 Des Moines, Iowa 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o The Feed Bag, Milwaukee, Wis. 


MORE EGGS FROM HEALTHY HENS 
Universal Yeast in your laying mashes keeps 
the laying flocks healthy, increases production. 
Yeast is rich in vitamins B and G, and digestive 
enzymes. Write for information. 
RICE LABORATORIES 
Dassel Minnesota 


HERE’S A REAL BARGAIN 
Offering, subject to prior sale, VITEST ‘‘400” 
Cod Liver Oil, guaranteed to contain 3000 Units 
Vitamin A 400 Units Vitamin D. Price, 55 gal. 
drum 22c per Ib., 30 gal. drum, 23c per lb. For 
immediate delivery. Reliable firm must unload 
stock. Send orders to OSC 11, c/o The Feed Bag, 

741 N. Milwaukee St., Milwaukee, Wis. 


EXPERIENCED MILL MAN 
Now employed. 9 years feed mill experience. 
Familiar with all types of condensed, semi-solid, 
and dried milk products. Knows mill-wright work 
from A to Z. Will assume full responsibility. 
All replies strictly confidential. Write BW 118, 
c/o The Feed Bag, Milwaukee, Wis. 


DISTRICT MANAGER—TRAVELING 
REPRESENTATIVE 
Experienced, familiar with milk industry and 
feed trade in northeastern states. Now employed 
by Co-op, as buyer and manager. Wishes change 
for better opportunity. Write LFA 11, ¢/o The 
Feed Bag, Milwaukee, Wis. 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 
Maney Bros. Mill and Elevator Co. 
MINNEAPOLIS, MINN. 


98% CALCIUM CARBONATE 


available in many forms to fit your formulas— 
REGULAR, FREE-FLOWING, 1ODIZED, MANGANESED 
ALSO IODIZED and MANGANESED 
Write for Samples and Prices! 


THE CALCIUM CARBONATE CO. 
41 East Ohio Street Chicago, Illinois 


Midland Hay & Feed Co. 
Beet Pulp and Millfeed 


220-222 Corn Exchange Building 
Minneapolis, Minnesota 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92 
Merchants 


t. Louis, Mo. 
Board of Trade Bl 


Kansas City, Mo. 


= 


KAFIR.. 


ASK US FOR DELIVERED QUOTATIONS 


O. A. Severance 
President 


VANDERSLICE-LYNDS CO. Kansas City 
BOARD OF TRADE Mo. 


GIBSON BLDG. 


SOYBEAN OIL MEAL 


FERNEAU GRAIN COMPANY 


BLANCHESTER, OHIO 


FOR 


SOYBEAN MEAL 


LINSEED MEAL 
FEED INGREDIENTS 


+ 


TRY US FIRST 


Waterloo Mills Company 


WATERLOO, IOWA 


Easy Payment Plan 
Starts You NOW! 


Make a profits mixing 
your own brand of feeds 
trom focally grown grains, 


+ « prepare 
— feeds for your oe 
at low cost. 

GIANT WHIRLWIND” 
we pay for itself quickly. 
Made in 500, 1000 and 20 


up. Don’t pass up this easy 
Write today 
‘or details. 


Brower Mfg.Co. 


Box 2714, Quincy, Ill. 


ETTER RINTING 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


Catalogs and Trade Publications | 


CHICK MANGANESE 
in Feed Stops PEROSIS 


@ Add Chick 
Manganese to 
mashes you 
mix and sell. 
Stock Chick 
Manganese for 
those who mix 
their own. It’s 
the anti-pero- 
sis element ab- 
solutely needed in all growing and 
breeding mashes to prevent Perosis, 
Short Legs, Short Wings, Parrot Beak. 
Write for free bulletin and prices. 


CARUS CHEMICAL CO., Box FB-4, La Salle, Ill. 
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Feed Week Celebration 
Goes Over the Top 


(Continued from Page Nine) 


headquarters reveals that nearly 100,000 
stickers and more than 10,000 posters were 
distributed to the trade. Volume upon 
volume of newspaper, farm magazine and 
radio publicity was also released. 

The second and greatest National Feed 
Week has gone down in history and it is 
generally recognized that the effect of the 
nation-wide publicity has resulted in a 
deeper consciousness of the value of pro- 
per feeding among farmers and feeders in 
all sections of the United States who 
should and can be made to realize that 
“Better Feeding Brings Bigger Profits”. 


Deutsch & Sickert Co. 


741 N. Milwaukee Street 
Milwaukee, Wisconsin 


© Norge Pure Cod Liver Oil 
® Staley’s Corn Gluten Feed 
® Staley’s Soybean Oil Meal 
® Big Chief Meat Scraps 


Grain ¢ Feed ¢ Hay 


For 41 Years= 


© That’s how long we have been 
serving shippers — dependably and 
steadfastly. Deal with us and be 
assured of reliable service every day 
in the year. 


W.M. BELL COMPANY 


MILWAUKEE, WIS. CEDAR RAPIDS, IOWA 
W. A. HOTTENSEN, President 
R. G. BELL, Vice Pres.-Treas. W. M. HOTTENSEN, Secretary 


USED 


BURLAP 


AND ORL 
COTTON INDIVIDUALITY 
BAGS ALL BAGS VACUUM CLEANED 


TWINE 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


BARLEY SHIPPERS 


A. L. FLANAGAN Says: 
@ Mail us samples of your barley 
for grade and value. 


@ Your problem this year is skinned 
barley, high moisture and damaged 
barley. 


@ Let us advise you regarding it. 


@ For best results ship your barley 
to:— 


FRASER-SMITH Co. 
BARLEY SPECIALISTS 


MILWAUKEE 
MINNEAPOLIS CEDAR RAPIDS 


When in the Market: 


For Poultry Wheat—Feed Oats— 
Wheaty Barley — Feed Barley = 


Corn = Feeding Screenings. 
ee 


Write or wire for quotations. 


IAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


ROLLED OATS 


Other DEMON Products 


@ STEEL CUT OATS 

® WHOLE OAT GROATS 
@ FEEDING OAT MEAL 
@ REGROUND OAT FEED 
@ OAT GROAT FLOUR 

@ PULVERIZED OATS 


Des Moines Oat Products 
Company 
DES MOINES, IOWA 


MILL MACHINERY 


Get our New Low Price on our New 
Model Feed Mixer with all latest im- 
provements. Write for details. 


NOISELESS AND Everything for Mill and Elevator 
ee THE DUPLEX MILL & MFG. CO. 


SPRINGFIELD, OHIO 
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RIEBS VIEW 


Vol. 6, No. 11 November, 1938 Milwaukce, Wis. 


We Give Thanks 


The welfare of any firm depends 
on the friendship and good will of 
its customers. And. so, in this sea- 
son of Thanksgiving, the Riebs 
Co., expresses its gratitude for the 
patronage of the many with whom 
it has been privileged to deal. It 
wishes all a happy and bounteous 
thanksgiving now and in years to 
come. 


RIEBS 


Sells Barley for Top Prices 


MILLERS of 


Grain Specialties 


Feed Mixers | 


Feeding Rolled Oats 
Whole Oat Groats 

Steel Cut Oat Groats 
Ground Oat Groats 
Feeding Oat Meal 
Pulverized and Bolted Oats 
Oat Mill Feed 


Oat Mill Feed with Molasses | 


PULVERIZED AND BOLTED 
SCREENINGS 


STEAM CRIMPED OATS 
STEAM ROLLED BARLEY 


Fast Service 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. 


YOUR HOME 
AWAY FROM HOME 


Moderate Rates 


FOUR RESTAURANTS 


Floor show at dinner and 
supper. 14 Star Acts 


NEAREST EVERYTHING | 


Shops- 
Hotel Imperial is just astep from seein 
epartment Stores- Empire State Bui 
Theatres. In fact, At the shortest distan 
in New York — plus genuine CO 
of interes 


real economy. HOT E L 


Write Manager 
for Special Week 
end RatestoNew 
York ewithor wi 
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FORTIFIED 
In Vitamins A ano D 
For Poultry and Live Stock 


NOT USP- YELLOW MAX FFA 14% 


LIVER 


CLO-TRATE 


CLO-TRATE is guaranteed to contain not less than 
3000 U.S.P. units of vitamin A and 400 chick units 
of vitamin D per gram. And every batch is tested 
on both chicks and rats before shipment. 


You might stop him with 
a flint-lock musket 


But you wouldn’t take that risk. You'd use a modern 
weapon bearing the name of a maker upon whom you 
know you could rely. 

A name long identified with a quality product inspires con- 
fidence . . . whether you’re hunting for big game or big 
sales. And it has special significance when applied to an 
oil supplement whose vitamin A and D unitage the average 
feed manufacturer cannot always economically check. 
CLO-TRATE is a name upon which you can rely fully. It 
stands for a product that is dependable and uniform from 
batch to batch under the most severe feeding conditions. 
CLO-TRATE is manufactured by a pioneer in the indus- 
try who, while consistently maintaining high standards, has 
become one of the largest manufacturers of vitamin prod- 
ucts in the world. 


CLO-TRATE provides dependable vita- 
min A and D fortification for your feeds. 


WHITE LABORATORIES, INC. 


Manufacturers of Vitamin Products 
NEWARK NEW JERSEY 
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Introducing 
MR. R. A. MARTIN 


M“42tY has charge of King Midas 
flour sales in the Fox River Val- 
ley as manager of the Oshkosh office. 
His hobbies are selling flour and watch- 
ing the Green Bay Packers beat their 
rivals at football. He has been with 
King Midas since 1925. 


TOU 


FLOUR 
WORTH ALL IT COSTS 


Reg. U. S. Patent Ottice 


BLEACHED 


Us. 


King 


Washington Monument, £ 
Washington, D. C. ar 


eae MIDAS prides itself on maintain- 
ing a good name—a name dedicated 
to the Bidret standards of quality and the 
ideals of fair business practices. Success un- 
der the King Midas trade mark is built on 
a permanent basis. Dealers sell and custom- 
ers use King Midas flour with fullest confi- 
dence for, throughout King Midas history, 
they have never known the quality and per- 
formance to vary. 


..» On KING MIDAS Reputation 
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